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Save up to 50% on installation 


time with KIMSUE Insulation 


By using the new wider and 
longer blanket of KIMSUL*, 
you now can save up to 50% 
on time required for installing 
insulation. Here’s why: this 
giant-size KIMSUL comes in 
blankets up to 4 ft. wide, and wider in some 
specifications, by 250 ft. long. 





fabricated wall panel .. . wall finish is then 
attached directly over KIMSUL Insulation, and 
fabricated unit is ready for shipment to the job. 
See photo-story below for quick picture of this 


new, faster way to insulate fabricated con- 
struction. 


And remember, when you specify KIMSUL, 
you're getting one of the most thermally efficient 











Less Work — More Speed 


Giant-size KIMSUL blanket is applied right over deg. F./in. (Peebles). 














porto rare er 


KIMSUL SAVES EVERY WAY! 


Different from all other insulations, KIMSUL comes 
in rolls compressed to 1/5th its installed length. As 
compared with non-compressed insulations, KIMSUL 
requires only 1/5th as much transportation space... 
only 1/5th as much storage space...only 1/5th as 
much handling. And as shown here, KIMSUL cuts up 
to 50% from installation time. 





100 Sq. Ft. 
of KIMSUL 
Insulation 





insulations known to science! 
of KIMSUL Insulation is only .27 Btu /hr./sq. ft./ 


The conductivity 







100 Sq. Ft. 
Uncompressed Insulation 
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Wall finish is now ready for nailing direct to 
framing members. 
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CK/MSUL 
WALL FINISH 


| i i l view shows 

in the walls. This sectiona ; ; 

at UIMSUL Insulation ply coammeene® _ 
mel uniformly between the framing m 


and the plywood. 


i ly in place. 
UL is held secure a 
oy for application of sheathing. 
d of applying insulation is ac- 
from coast to coast! 


Here wall finish is — thr 

ing members... t 
pars » Aa sagen compression between framing 
members and wall finish. KI 





h KIMSUL blan- 
KIMSUL blanket is 






ii | 


MG 0 ER AM, PAL OFF 








MSUL “‘stays put”. 





NSULATION 


Kimberly-Clark Corporation 
Established 1872 AL-1142 
Building Insulation Division 
Neenah, Wisconsin 





O Send a representative. 
O Send free booklet““A NEW, 
IMPROVED KIMSUL INSULATION”. 
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ANDERSEN LIFE 


mee’ TRE Rtn can 


Here’s a plan that gives a double purpose 
to every War Bond Dollar. Here’s a plan 
that will help you to build for the future 
—that will help to keep your customers 
of the future thinking of you. 

Yes, there are hundreds of home build- 
ing prospects in your territory that are 
dreaming, hoping and planning to build 
when the war is over. They believe in the 
future of America just as you do. Help 
to keep that spark alive. Help to guide 
the War Bond Dollars they are spending 
now into the home they plan to build 
in the future. 


This Andersen War Bond Promotion 
Kit is the kind of material you will be 
proud to display. In your windows, on 
your counters, in your newspaper ads, 


EVERY DEALER WILL WANT THIS 
WAR BOND PROMOTION KIT 


TIME WINDOWS 


AFFORD 


POOR 


this material will tell a pointed message 
to every person who would like to build 
a home. 


The material will be sent without cost 
or obligation to any lumber and millwork 
dealer. All you have to do is write to 
Andersen Corp., Bayport, Minnesota and 
say: “Send your War Bond Promotion 
Kit.” Use the handy coupon, or your own 
letterhead. 


MAIL THIS COUPON TODAY 





ANDERSEN CORP. 
Dept. AL112, Bayport, Minn. 


Please send without cost or obligation your War Bond 
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| War Holds Lessons for Lumber Dealers 


The Maginot Line, Singapore, and the current A.E.F. campaign in French North 
Africa are only a few of the many recent military operations that offer lessons to re- 
tail lumber dealers in the conduct of their own business in a wartime economy. 


By 1939 the Republic of France had spent untold millions of dollars on the con- 
struction and fortification of the Maginot Line. Their thinking was in terms of 1918 
and a war of attrition. With only one or two exceptions French military leaders 
failed to understand that times had changed, and that new military tools would 
shortly render the Maginot Line utterly useless. The Nazis subtly fed the French 
stupor by building an admittedly inferior Siegfried Line that they never had the 
slightest intention of using. 


Because French military thinking was inflexible and grooved in the outmoded 
channels of 1918, France went down to quick and complete defeat. France was out 
for the duration, and possibly longer. British military stodginess visited the same 
fate on Singapore. No one in the British high command realized that mechanized 
mobility permitted a blitz down the Malay peninsula, and an assault in force from 
the land side. Such tactics were not feasible in 1918, so the guns of Singapore were 
fixed to fire seaward against an enemy who was expected to line its naval units up 
for a slug fest in which the British would have the balance of slugging power. In 
1942, however, things were different, and the Japs showed just how different they 
were. Singapore is out for the duration. 


Is it not possible that as we enter the second year of the war, many lumber deal- 
ers are still thinking in terms of building new homes when there are no new homes 
to be built? Is it not possible that they are sitting behind Maginot Lines and sea- 
ward-pointing Singapore guns, when they should be deserting the false security of 
peacetime thinking, and aggressively ferreting out and using the new war-borne 
opportunities? 


The British and American Atlantic fleets and ‘“Ike’’ Eisenhower are demonstrat- 
ing audacity and flexibility of thought and action. They have accepted conditions 
and manufactured new rules to fit the conditions. Watch that operation unfold and 
develop in the next 90 days. Watch the total disregard for precedent and tradi- 
tion. Watch the manner in which the opportunity of the moment will be seized 
upon and improved, and watch the flexibility that will manufacture opportunities 
where none seem to be. 


Then, apply the same tactics to the retail lumber business. Dealers who are op- 
erating this way, and others who still have time to change will come through 
stronger than when we entered the war. Those who will not or cannot will suffer 
the same fate as the Frenchmen who aimed at the Siegfried Line while the Nazis 
struck them down from the rear; the same fate as the British who pointed the guns 
of Singapore at a target that wasn't there. 
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SCREEN CLOTH 


LAWN FENCE 


Peet li ED STATES STEER 


HE war can’t all be fought by our armed 
forces. I figure some of the fighting has 
got to be done in every town—in every home— 
and every store. So I’ve set up a ‘war depart- 
ment’ in my store to back up the boys on the 
fighting front. I’m doing three big jobs with it: 


1. SELLING WAR BONDS AND STAMPS. Boy what a 
turnover you get on this item! Just keep remind- 
ing customers to buy ’em and you can do a real 
job for Uncle Sam. Whenever you can’t provide 
the things people ask for—be sure they don’t 
walk out without putting their cash in war 
stamps. 


2. COLLECTING SCRAP. My customers are bringing 
in old rubber, steel, tin, copper, brass—almost 
anything. I give them war stamps according to 
the value of the scrap. And what a hit this has 
made with the leaders of the local scrap drive! 


3. REPAIRING APPLIANCES. Customers are going to 
have their toasters, sweepers, 
irons, clocks and a lot of 
other appliances getting out 
of order as time goes by. 
They won’t be able to buy 





'vesetupa 
“War Department” ; 


the new ones I would ordinarily sell them. So 
they'll appreciate reliable repair service. Help- 
ing them ‘get by’ for the duration with the 
things they have is a worthwhile part of the war 
effort. And it will bring me some ready cash, too. 

“T know shortages are going to mean lost busi- 
ness. But if I keep customers coming to this 
store—switch to new lines made of non-critical 
materials—and build good will in my commu- 
nity—I’ll come through this war in good shape.” 


* * « 


It takes a lot of planning to hold business, 
switch lines and build for the future. But thou- 
sands of hardware dealers and jobbers are doing 
it. They’re helping their country—their commu- 
nities—and their own business, as well. 

We have a war program, too—providing ma- 
terials for Uncle Sam, and building fence to 
guard the plants that are arming America. 
Right now, everything we make is going to war. 
That’s why your patience can be a real contribu- 
tion to the war effort if you find us unable to 
furnish all the Cyclone “Red Tag” Hardware 
Products you ask for. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Ill. 


Branches in Principal Cities 


>. <0 


United States Steel Export Company, New York 
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Controlled Materials Plan 
ordered by Donald Nelson scores as 
unprecedented control over scarce ma- 
terials. Total materials will be meas- 
ured then alloted by percentage of total 
to Army, Navy, Lend Lease, civilian, 
etc. Is expected to smooth out pro- 
duction schedules provide steadier em- 
pioyment for labor. Our guess is that 
to make it work WMC will have to 
provide and peg labor in production 
plants. Should put an end to M-208, 
at least in its present form. 


Snow fencing, portable corn cribs, 
roll corn cribbing, slat corn cribbing, 
combination wood and wire corn crib- 
bing listed in Amendment No. 4 to 
MPR 210 which deals with wholesale 
and retail prices for fall and winter 
seasonal items. To arrive at price, 
seller takes lower of average cost or 
current cost, adds mark-up he took 
during last six months of 1941. 


Canadian birch and maple now re- 
quire export permit for movement to 
eny place other than British Empire 
countries. Newsprint exempted from 
export requirement when shipped any- 
where in western hemisphere other 
than French colonies and possessions. 


Record-breaking harvests reported 
being handled by oldsters, women, chil- 
dren. Transportation and processing 
might be bottlenecks. Difficulty ex- 
pected in 1943 to exceed 1942 produc- 


tion. 


PD-IX helping some of the big deal- 
ers get some lumber, but it’s no help 
to the small country yard. These small 
yards with turnover of one and a half 
to two times a year simply can’t do 
business on 60-day inventory. Should 
be building brooder houses, farrowing 
houses for spring trade right now. 


General reconsideration of whole 
supply situation—labor, material, nat- 
iral resources—seems to be at hand. 
Out of chaos in Washington there are 
signs that darkest hour is here, and 
storm about to break. Greatest Amer- 
ican heritage-—horse sense—can be de- 
pended upon to sort out over-weighted 
administration, and bring order and 
direction. 


_ Millwork industry being surveyed 
by WPB for proportion of existing ca- 
pacity being used for direct war re- 
{uirements. Also will determine if 
available plant facilities can be more 
effectually utilized by concentration of 
War orders in strategically located 
areas. Millwork advisory committee 
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MANAGEMENT 
UIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





told time not far off for only two 
classes of orders—direct war use and 
essential civilian requirements. 


A customer who receives delivery 
from a store or other business estab- 
lishment in the establishment’s truck 
may not send his own truck to the 
store to pick up additional material in 
the calendar day is recent interpreta- 
tion of ODT Order No. 17. 


Three percent tax imposed on ex- 
press and freight shipments, except 
coal where rate is four cents a short 
ton, under 1942 Revenue Act, effective 
Dec. 1. Government transportation is 
exempt. 


Wear Damage Insurance available 
through War Damage Corporation 
since July 1 protects property against 
loss or damage “‘which may result from 
enemy attack including any action 
taken by the military, air or naval 
forces of the United States. Free in- 
surance which had been furnished by 
government ceased on last day of June. 
Being written through established fire 
insurance companies at no profit. 


MPR 161—West Coast logs—in- 
cludes booming and rafting and dump- 
ing of logs into waters named in regu- 
lation at seller’s expense, buyer to bear 
expense of towing from booming and 
rafting grounds to his plant. If buyer 
forced to sell on order of government, 
can add maximum allowable cost of 
towing plus necessary additional costs 
incidental to preparing logs for sale. 
Second buyer to bear cost of towing 
logs to his own plant. 


Registration of trucks absolutely 
necessary if you want to continue oper- 
ating them Nov. 15. ODT has mailed 
application blanks for certificates of 


war necessity to truck operators and 
owners. If you fail to receive one 
apply to nearest ODT office without 
delay. Information called for includes 
license number, serial number, rated 
capacity for each truck. 


Revision to GMPR_ permits sale of 
used equipment and supplies without 
reference to ceilings established by 
GMPR. Exemption applies to sales 
“by any person, of his used equipment 
or supplies not acquired or produced 
by him for the purpose of sale.” Does 
not exempt persons who make a busi- 
ness of buying and selling used supplies 
and equipment, does not exempt sales 
for which ceiling prices are established 
by specific price regulations. 


L-41 interpretation says para- 
graph (b) not applicable to application 
of exterior siding and roofing, whether 
material has insulating qualities or not. 
Says “construction,” paragraph (a) 
(2) includes laying of asphalt tile, 
linotile, cork tile, rubber tile, linoleum 
if same cemented or in any way affixed 
to construction. Application of siding 
or roofing is “construction,” paragraph 
(a) (2) if applied to portion of build- 
ing not in need of repair. 


L-218 amended. = Originally _re- 
quired that all purchase orders and 
contracts for Douglas fir contain an 
endorsement to the effect that the 
stock would be handled according to 
the rules set-up in that order. Amend- 
ment No. 1 provides that a producer 
may sell to any contractor or other 
person designated by the Procuring 
Agency without getting such endorse- 
ment on every purchase order, if the 
producer has received written direc- 
tions from the Procuring Agency. 
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KITCHENS, | 8 

} 

Toda Y You Can Sell casiers'|* 
] 

What can we do about a kitchen to- 
day when we can’t get plumbing or 
new sinks? 

Plenty ! 

In the first place, we can do just ex- 
actly what a woman wants done most 
when she orders new cabinets for her 
kitchen. 

Does she want beauty ? 

Yes. 

Does she want a kitchen modern in 
appearance, to compete with her neigh- 
bors? 

Yes. 

Sut most of all she wants conveni 
ence. Particularly if she does her own 
work in the kitchen, or if she likes to 
cook, she wants convenience. 

She wants a place, a specific cabi- 
net, receptacle, or what have you, for 
every gadget, cutter, pan, pin, knife, 
condiment, vegetable, ingredient, and 
can of beans that she uses. She wants 
somewhere to put brooms, mops, rags. 
and floor polish, a place for the electric 
iron, mixer, beater, toaster, roaster, 
and ironing board. She wants a place 
for pencil, paper, and soap; lists and 
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On this and facing page there are four types of 
kitchen nooks which can be created and sold today 
without reference to shortages of sinks or plumbing. 
The lounge type nook at left, obviously utilizes a 
table in the kitchen to complete its purpose; the 
nook at left, below, is created by the installation 
of a serving counter which sets apart the nook 
portion of the kitchen; at right is a drawing of 
cabinet installation containing a counter type eat- 
ing nook, and below can be seen an eating nook 


developed out of a work top cabinet set 


BATHROOMS, 
and NOOKS 


recipes; and then she wants a place 
for stuff—just stuff that accumulates, 
that she hasn’t time to figure out a 
place for. 

The dealers who are having the most 
trouble promoting kitchens today are 
the ones whose eyes are still focused on 
the sink. Okay! But there are such 
things as vitreous china sinks and they 
are available from a number of sources. 
(At least they were available a few 
days ago from the following com- 


panies). 
Trenton Potteries Co., Trenton, 
Abingdon Sanitary Manufacturing 


Co., Abingdon, III. ; 
Kohler Co., Kohles, Wis.; 
Universal Pottery,.Co., New Castle, 


ra: e 
Standard Sanitary Co., Pittsburgh, 
Pa. : ee 
Fittings, such as strainers and 


laucets are being manufactured by: 
Star Poreclain Co., Trento, N. J.; 
Gem Clay Forming Co., Sebring, 
Ohio. 
The problem of the sink, however, 
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Courtesy of Carr, Adams & Collier Co., Dubuque, Ia. 


affects only one of the sales possibilities 
in a kitchen. 

The food storage work station, whose 
main feature is the refrigerator, and 
the cooking work station whose main 
feature is the range, are still unhamp- 
ered by sinks or the lack of them. In 
addition, there is a fourth work station 
little mentioned by kitchen architects ; 
perhaps because this station is looked 
upon as a rest station rather than a 
work station. It is the kitchen nook 
which might be called the service sta- 
tion. 

It is apparent from the present de- 





Courtesy of Carr, Adams & Collier Co., 


velopment of nooks that kitchen nooks 
are in their infancy, for this year more 
different kinds of nooks have come into 
being than have been seen on the mar- 
ket heretofore. 

There is for example, the lounge 
type nook, a leather or imitation 
leather upholstered seat built into one 
wall with the table part of the nook 
extending into the kitchen proper. 
Then there is the counter type nook. 
This particular counter looks like any 
other work top and cabinet section of 
the series of cabinet sections that make 
up a modern kitchen. The only excep- 
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tion being that when one pulls on the 
drawer-pulls, a chair comes out from 
this particular cabinet section. Three 
such chairs are in the section and form 
a very natural but unobtrusive place 
for feeding the youngsters at noon, 
home from school, or for a hasty snack 
at midnight when the Mr. and Mrs. 
are taking a little time off. 

A third type of nook has been a lit- 
tle more usual in the past. It might be 
called the counter cut-off type of nook. 
In other words, that section of the 
kitchen (usually in a corner) used for 
dining purposes is set aside by a coun- 
ter top and cabinet section coming out 
at right angles from the wall and func- 
tioning as a serving counter and for 
cutting off the kitchen work stations 
from the dining section of the room. 

These three types of nook are men- 
tioned because between them they offer 
a nook solution to almost any kitchen 
and furthermore they offer ideas that 
can be enlarged upon when encounter- 
ing a nook problem in any kitchen. It 
is probable that such nooks could be 
sold to a family in much the same way 
as could be sold a card table with four 
chairs. While such an installation does 
entail the decoration of that part of the 
room and probably the whole kitchen, 
it should not entail much, if any, soft- 
wood lumber to accompany the instal- 
lation. And it is probable that the job 
could be accomplished without the use 
of any critical materials and certainly 
within the $200 maximum. The usual 
cost for kitchen nooks of a type similar 
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to those shown is from $50 to $100 
plus about 12 hours of labor. 

When attacking the present kitchen 
modernizing problem today there are 
certain units that have a direct appeal 
to the housewife and that might throw 
the proper influence toward gaining a 
station by station remodeling job. For 
example, if it were necessary to mod- 
ernize only the refrigerator section of 
the kitchen, such items as the ironing 
unit, the broom closet unit, the built- 





Credit should be given Curtis 
Companies Incorporated, Clin- 
ton, Ia., for the use of their 
photographs in the preparation 
of the “Millwork For Interiors” 
article which appeared in the 
Oct. 31 issue of the American 
Lumberman. Curtis Company 
photographs were reproduced 
on the front cover, and on 
pages 16, 17, 18, and 19. 











keeping visible small jars, cans, pack- 

ages. Left, an installation surrounding 

food storage center. At right, an iron- 

ing board section installed for use in a 
narrow space 





Above, cabinet with step type shelf for 


up step type cabinets for storing small 
cans would have a definite appeal. 
Work desk units for keeping lists, or 
for keeping pencil and paper where 
lists could be made out, are always 
handy in the kitchen and prevent the 
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housewife from having to travel all 
over the house or to the telephone desk 
to find a piece of paper and a pencil. 
Between the refrigerator and the sink, 
| unit might be established to house sil- 
verware with lid, tray and cake tin ver- 
tical file units, bread box, flour bin; 
ind where there was a corner to be en- 
countered, a rotating type of shelf unit 
for the corner base cabinet would be 
not only appropriate but extremely at- 
tractive to the housewife. 

It is even possible in some cases to 
create a modern cabinet kitchen with- 
out encountering a sink problem at all 
if the sink end of the room can be left 
untouched, and the other three sides 
created into an attractive kitchen. Such 
a possibility is illustrated on the second 
page of this article. 

Kitchen cabinet jobs can be done at 
a minimum of about $125 and a good 
job can be accomplished within $200. 
‘rom the standpoint of units an ex- 
ample can be taken from the ironing 
board building unit which costs about 
$8 and needs about $5 worth of labor 
for installation. 

One of the main features about the 
kitchen job even if it is only initially 
a matter of installing cabinets for one 
work station, is the possibility of cre- 
ating a wall tile board job. Most of 
the tile board used in kitchens (and 
bathrooms) not only adds to the color 
ind attractiveness of a kitchen, but 
adds to the possibilities of keeping it 
‘lean. The material is relatively per- 
nanent and is easily installed. 

Both kitchens and bathrooms afford 
some of the best opportunities for the 
ale of wall boards of different types 
ind this possibility should not be over- 
ooked in considering kitchen cabinet 
installations for it is a relatively less 
‘xpensive matter to redecorate the 
valls with wall board at the time the 
abinets are installed than it would be 
later. Not only should this consider- 
tion be made at the time of cabinet in- 
stallation but the idea can be applied to 
kitchens that were remodeled some ten 
years ago. 

From this same point of view, the 
bathroom should be considered by 
kitchen salesmen because here is the 
ther room that the housewife most 
enjoys seeing improved. Linen cabi- 
iets and medicine cabinets with mir- 
rors are all available for installation in 
bathrooms. As is the case with instal- 
lations in kitchens, bathroom improve- 
ments can be accomplished without dis- 
rupting the whole house and without 
going into an expensive remodeling 


At right, a cabinet 
installation around 
the food prepara- 
tion station showing 
storage space for 
house cleaning 
equipment 


At right, a view of 
a wall tile board 
job, modernizing 
the kitchen through 
the installation of 
wall tile board 




















Courtesy of Curtis Companies Incorporated, Clinton, Ia. 








Courtesy of Gibbs Boardtile Corp., Chicago, Il. 
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Spacious cabi- 
nets—A break- 
fast nook— 
Added drawer 


space and bins 








These improve- 
ments can be 
made at sur- 
prisingly low | 
cost Call us 


for details 








(Company Name) 





























job. Therefore, bathrooms should be 
included in the sales kit of Wartime 
Opportunities. 

From the standpoint of merchandis- 
ing these partial installations of im- 
proving one work station at a time, the 
photographs used with this article illus- 
trate the points better than words. 

One of the main considerations in 


promoting the use of cabinets in 
kitchens is the fact that they are avail- 
able and do not deplete the short stock 
of lumber in the lumber dealer’s yard. 
Here again is something to sell that is 
in keeping with the usual line of work 
the lumber dealer has been doing and 
as far as can be ascertained stocks will 
continue to be available. 


Clin and M. cil fo A Mailing Piece Reprints 


American Lumberman 
431 S. Dearborn Street 
Chicago, Ill. 


‘a Please send 


Newspaper Ad Mats 


reprints of the sample mailing piece shown on page 


21 imprinted as shown below. Prices are as shown in red on the sample. 
a Please send us a mat of the sample newspaper ad shown on this page for 


which we will pay 25 cents. 
Company 
Address ...... 


City and State 
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To merchandise kitchen cabinets, 
bathroom cabinets and the wallboard 
that should accompany the installation, 
it has been found that “before” and 
“after” pictures are a great help to the 
salesmen. Most people consider that 
their kitchen is an established fact, and 
any change in it seems to them para- 


Sample Mailing Piece => 
< Sample Newspaper Ac 


Specially designed to help deal- 
ers in their kitchen sales campaign 
are the two sample advertising 
pieces shown here. At left is a 
sample newspaper ad, a mat of 
which is available for 25 cents. On 
the facing page is a sample mailing 
piece suited to accompany monthly 
statements or other mailings. The 
low price for reprints appears 
thereon. To secure either reprints 
or a newspaper mat merely clip the 
coupon on this page, fill it in, and 
mail it to the American Lumberman. 


mount to rebuilding a new house. They 
cannot understand how simply the 
changes can be made and they cannot 
visualize the beauty that can be cre- 
ated; neither can they take a beautiful 
photograph of a completed kitchen and 
see their own kitchen in that light. 
Therefore, the best means of showing 
them the startling possibilities is to 
take a group of “before” pictures with 
corresponding “after” pictures and to 
present to them the possibilities that 
were accomplished in other cases. 

To obtain prospects, it has been 
found that “before” and “after” pic- 
tures in newspaper advertising have 
accomplished great results in attracting 
prospective customers. 

Manufacturer sales helps, are in 
abundance for some of the most pro- 
gressive manufacturers in the building 
industry can be found in the millwork 
manufacturing section. Not only are 
display cards available for counter and 
window, but folders of all types, sam- 
ple ads and mats, are all a part of the 
equipment that millwork manufactur- 
ers will put at the disposal of lumber 
dealers who desire to use them. 


In this day when it pays a lumber 
dealer to go out definitely after a spe- 
cific type of business, and particularly 
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at this time when inclement weather 
makes it unprofitable to seek outdoor 
tvpes of business, it would be well 
worth the time of a canvasser, to un- 
for kitchen cabinet 
work by house to house solicitation. 
The initial list of prospects could be 
made up of those who were former cus- 


cover prospects 


tomers of the lumber company; or a 
section of the town where it would be 
profitable for the lumber company to 
operate could be picked out and thor- 
oughly canvassed for prospects. 

In this the could 
carry the (these 
models are available from various mill- 
work manufacturing concerns) and he 
could carry an album of “before” and 
“after” pictures (these are in 
some instances available from manu- 
facturers) and with this equipment, 
the canvasser could interest the house- 


work, catlvasser 


models of kitchens 


too 


wife in kitchen remodeling. 








Courtesy of Curtis Companies Incorporated, Clinton, Ia. 
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As has been stated in former arti- 
cles, one of the reasons why today is 
the best time for this work is because 
today the average man has more money 
to spend and less places to spend it 
than has been the case in the past. 

To properly follow up such a cam- 
paign, the lumber dealer should carry 
a sufficient stock of cabinets to enable 
him to promise installations promptly. 
It is not generally necessary to stock 
more than 16 or 20 types of cabinets 
to cover most jobs that would be en- 
countered. Certainly enough cabinets 
should be on hand to build a good dis- 
play of a model kitchen in the show 
window or in the display room. 
Coupled with this display of cabinets 
should be the wallboard materials that 
the lumber dealer would propose for 
use in a model kitchen. 

Some approaches to the kitchen cabi- 
net business can be from the standpoint 









Courtesy of Curtis Companies Incorporated, 
Clinton, Ia. 


of time saving, or convenience, or reno- 
vating, or attractiveness. 

In selling nooks almost any woman 
who regularly has to set a table in the 
dining room, or who, in setting a table 
in the kitchen, creates an obstacle 
around which she revolves all day, can 


Above, 


with mirror; at left, a linen and storage 


a modern bathroom cabinet 


cabinet installation in a bathroom. Note 
the wall treatment in these two pictures. 
Here are illustrated a number of items 
that can be sold for bathroom use to- 
day, regardless of the shortage of 
plumbing and fixtures 


be sold on the idea of a nook in the 
corner that will cut down her travel 
and travel time. 

As the American Lumberman War- 
time Sales Opportunity No. 8, kitchen 
and bathroom cabinets and wall treat- 
ments continue to be one of the easiest 
sold and most lucrative packages left 
for lumber dealer merchandising. 
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LUMBER SALVAGE GAINS MOMENTUM 


Dear Mr. Vance: 

I read with more than usual interest your 
editorial on timber salvage, enclosed with 
your letter of November 3rd, and your ac- 
companying article which, in fact, I had 
read when it appeared in the AMERICAN 
LLUMBERMAN. 

Two thoughts especially occur to me: 

1. Your salvage campaign, in principle, is 
sound and desirable. The practical problem 
is to avoid in practice going to such ex- 
tremes as will defeat the purpose. I have in 
mind for example the early stages of the 
campaign initiated by the Pulp and Paper 
agency of OPM last year, to save paper 
scraps, asking tradesmen to refrain from 
wrapping parcels in paper and, encouraging 
householders to collect old newspapers and 
the like. You will recall the civic furor 
which was developed over that urgent appeal 
and the letdown which transpired later when 
it developed that there was little, if any, use 
for the scrap paper, much of it never collect- 
ed; and within a period of months the Paper 
and Pulp Industry hunting for business, drip- 
ping with paper stocks and faced with en- 
forced restrictions of production. 

I do not say and I do not think that the 
two situations are parallel. I do think and I 
do say that it is reasonably to be expected 
that the peak load on lumber production will 
he passed within the next six or eight 
months. I do think that the economies of 
salvage of lumber as a material should be 
weighed against the economies of expendi- 
ture and labor necessary to accomplish this 
salvage of the material. 

2. My second thought is that your start- 
ing point apparently is a “national shortage” 
of six billion feet. On this matter I wrote at 
some length to your fellow-publisher, Stan- 
ley Horn of the SouTHERN LUMBERMAN, a 
week or so ago and I enclose a copy of the 
letter I wrote to him. The point, as applied 
to your purpose, is that this “shortage” is a 
relative term. That practically such shortage 
as there is or will be is in civilian uses and 
not war uses, and its public importance ought 
to be measured in the same terms. 

I am glad you are ventilating this entire 
subject. It shows that you are bent on being 
more than merely a publisher of news. 

Wilson Compton, 
National Lumber Manufacturers Assn., 
Washington, D. C. 


Gentlemen : 

Last Sunday the writer took a trip to an 
ordnance plant with the view of buying 
some used lumber to replenish our depleted 
stock of lumber for retail sales and was 
horrified to find how our government is 
wasting lumber. 

Boards, 2 and 3” dimension, timbers and 
used form lumber covered about 40 acres of 
ground space. A lot of dimension and floor- 
ing which showed no signs of having been 
used was evidently removed from the prem- 
ises and dumped with the used lumber, and 
all of it was laying out in the open. 

Sales were being made by lots or at so 
much per M, but it was very apparent that 
our government was showing no signs of 
trying to prevent needless waste or making 
an honest effort to salvage the unused and 
slightly used material. 

By the time we made a 43 mile truck trip 


back and sorted the usable material out of 
the badly mixed up piles of short, nailed 
together pieces of 1”, 2”, 3” and timbers it 
would have made the price for us prohibi- 
tive. 

Adams-Friendship Lumber & Fuel Co. 
Adams, Wis. 


Dear Mr. Vance: 


I congratulate you on your constructive 
suggestions, and your positive program. It 
is just the kind of wartime cooperation we 
need. I am glad that this matter is receiving 
earnest attention. 

Harold M. Burton. 
United States Senator from Ohio. 


Dear Mr. Vance: 


Prior to receiving your letter of No- 
vember 4 I had read your article on Lumber 
Salvage and without doubt it certainly is a 
worthwhile campaign. It would seem to 
me this campaign should receive the back- 
ing of every good American. 

Harold S. Collins, 

President Northern Hemlock & Hard- 

wood Mfrs. Assn. 

Schofield, Wis. 





The industrial phase of the lumber 
salvage campaign advocated by the 
American Lumberman might be ques- 
tioned in some quarters because of a 
belief that it will squander needed 
manpower, but actually it can help 
relieve the manpower problem for war 
production plants as well as the lum- 
ber supply problem. 

It can be operated by using only 
those men in lumber yards who are 
unfit for other employment. It can re- 
lease some factory workers now used 
to fabricate small lumber items for 
packaging and crating, and place them 
in direct production lines. It can re- 
lease other factory workers in many 
cases by turning over all the packaging 
and crating to a local lumber yard 
that will use men and space otherwise 
unemployed. It will relieve long-haul 
transportation facilities and the men 
required to operate those facilities, 
and relieve the mills of much of the 
pressure of essential civilian needs. 

The wrecking phase can also ac- 
complish many of these savings, and 
build up yard inventories of usable 
lumber in hundreds of localities in the 
country — lumber that will be held 
ready for military, war production 
plant and essential civilian needs with- 
out use of added manpower. 

The lumber salvage campaign is un- 
der way and gaining momentum. It 
is already conserving lumber and 
manpower, and it will conserve more 
of both. Letters on this page are typi- 
cal of those being received from all 
branches of the lumber industry and 
from elected and appointed govern- 
ment officials. 














Dear Mr. Vance: 

You certainly have done a fine job with 
the salvage article and deserve a vigorous 
pat on the back. Have had the pleasure 
of showing it to several of our people and 
they are equally enthusiastic. 

I wonder if it would be possible for you 
to send me three or four extra tear sheets 
as I can make good use of them. 

More power to you! 

R. E. Saberson, 
Trade Promotion Manager. 
Weyerhaeuser Sales Co. 
St. Paul, Minn. 





Gentlemen: 

We are in position to furnish quite a 
quantity of yellow pine shorts in lengths 
from 10 inches to 5 ft. in 1 & 2 inch and 
would be interested in knowing where we 
could dispose of shorts of this kind. 

The material in mind would be miscella- 
neous working and mostly cut backs, and by 
cutting out the bad knots, splits, etc., would 
make an excellent piece of crating if a cus- 


tomer could be found to use material of this 
kind. 


Gentlemen: 


We have approximately 50,000 feet of 
hardwood, such as Maple, Birch, Beech, 
Oak, etc., and expect to have about 20,000 
feet more within the next month. These 
boards are 534” wide and range from 15” 
to 38” long and include No. 1 Common, No. 
2 Common, and No. 3 Common grades. 

We will certainly appreciate your advising 
us where we might find someone who could 
use these droppings. 


Gentlemen: 


We have a “mountain” of scrap from the 
cutting of munition boxes. Here are the 
sizes we get large quantities of each day. 

25/32 x 6” x 6” 

25/32 x 25/32 x 37” to 40” 

25/32 x 114” x 37” to 40” 

25/32 x 17%” x 37” to 40” 

We can handle orders for carloads of any 
item.—K. D. Ponderosa pine. 

Gentlemen : 

Refering to your article in October issue, 
quote us 1000 pieces f.o.b. Garnett. We use 
the following units in carload lots: 

16 pes. 13/16x134x11% inches long, S2S 
or S4S; 10 pcs. 13/16x13%4x47 inches long, 
S2S or S4S; 8 pcs. 13/16x13%4x28 inches 
long, S2S or S4S; 4 pes. 34x1'4x47 inches 
long, SiS; 4 pcs. 3g¢x2'%4x47 inches long, 

. 4x214x2T% inches long, S1S; 
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4x47 inches long, S1S. 
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Gentlemen: 

We are in need of the following: No. 3 
common hardwood items. 

This can be any species of hard hard- 
woods and dry or green. 

We can use 4/4 D1S or D2S to %” in 
length from 40 inches to 60 inches, 8/4 
D2S1E to 14x3%, in lengths from 32 inches 
to 48 inches. 

We would be very glad to know if there 
is an accumulation of this stock or if it is 
available. This lumber is used on a defense 


contract. 
We thank you for your service. 








From even the most hasty survey 


of the possibilities of lumber salvage 
it becomes apparent that only a little 
cooperation and coordination is needed 
to boom the Lumber Salvage Cam- 
paign into a wartime business getter. 
Already several million feet of waste 
lumber now held by government and 
industry plants is being negoti- 
for by lumber dealers who were 
quick to see the potentialities of the 
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Names of these companies 
cannot be released, of course, until ne- 
are complete, but before the 


the American 


Fotiations 


‘Xt issue of Lumber- 
to press it is probable that 
this waste lumber will be in 
dealer hands. 

How Salvage Created Business 

\n 1 what was being done 
even before a campaign was organized 
was reported from Elkhorn, Wis., and 
accomplished by the Elkhorn 
Lumber where Gilbert 
manager, and E. W. Rosen- 
estimator and contact man for the 
company, took lumber removed from 
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the old addition of the Sterling-Worth 
resort hotel and resold it in the form 
of A-type hog houses, barn lumber, 
chicken brooders and for repairs in a 
locker plant where meat is cooled. 

The salvage of this lumber was im- 
portant in the closing of several deals, 
and the handling of this job is of in- 
terest from a number of viewpoints. 
Eliminates Competition 

First, the Elkhorn Lumber Com- 
pany did not want this old lumber to 
be in competition with their regular 
business: they did not want customers 
to say, “Why I can go up to the old 
Sterling-Worth Hotel and get what I 
want for half the price you charge!” 
So the Elkhorn Lumber Company ne- 
gotiated for and obtained the old lum- 
ber. 

Second, the Elkhorn Lumber Com- 
pany did not have to pay cash for the 
lumber. The Sterling-Worth Hotel 
had planned to use all of the lumber in 
building a number of summer cottages, 
but L-41 stopped that on April 9th. 
The flooring, the roof boards, and the 
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Salvage Lumber! Certainly the wrecks 
shown in these three views could mean 
nothing but salvage to anyone who saw 
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sub-floor, however, were used in the 
rebuilding of the hotel club house, but 
the Elkhorn Lumber Company paid 
for the pine board ceiling, 2-inch ma- 
terial, rafters, ceiling joists, main 
joists, siding, and Cornell Board, by 
furnishing new millwork, and windows 
for the club house, and by furnishing 
the hotel with a little coal. The Ster- 
ling-Worth Hotel was not a customer 
of the lumber company prior to the 
purchase of the used lumber, but they 
are now. The Elkhorn Lumber Com- 
pany purchased over 20,000 feet of 
lumber and 5000 square feet of Cornell 
Soard. 
Sold Before Purchased 

Third, the Elkhorn Lumber Com- 
pany had a customer for the Cornell 
3oard before they made the deal: a 
manufacturing customer who makes 
instrument cases for musical instru- 
ments used Cornell Board in the cases 
and bought all the Cornell Board im- 
mediately, even the smallest pieces. 

Fourth, the Elkhorn Lumber Com- 
pany knew they could sell the lumber 
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The Elkhorn Lumber Co., Elkhorn, Wis., 

used the lumber salvaged from an old 

hotel addition to build farm structures 
like these 


Only Cooperation is 
Needed to Release 
Lumber that Will Open 
Up New Business to 
Dealers 


obtained and needed it for their farm 
trade. 

The wrecking of the old hotel addi- 
tion was accomplished by the Sterling- 
Worth Hotel management. The hotel 
hadn’t run for years, but the war cre- 
ated an influx of resort business in the 
area, which led the hotel people to re- 
pair and improve the property. They 
hired a good contractor and two help- 
ers to tear down the old addition, paid 
the contractor and helpers for their 
work and traded in the old lumber for 
the millwork and coal delivered by the 
lumber dealer. Much of the wrecking 
n the inside of the building was done 
during bad weather. In all, around 
three carloads of lumber was salvaged. 
New Customer Attracted 

The wisdom of the Elkhorn Lum- 
ber Company in obtaining this old lum- 
ber was soon borne out by the fact 
that a farmer, trying to buy the used 
lumber, actually did visit the Sterling- 
Worth Hotel and on being told that 
the Elkhorn Lumber Company had 
purchased the old lumber, the farmer 
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contacted the lumber dealer to get lum- 
ber for a barn. The lumber company 
sold the entire bill of materials for the 
new barn, an order which they would 
not have received otherwise. 


Salvage Creates a Repair Job 


Another instance included high 
school boys under instructor, C. H. 
Roselle, Barrington, Ill. Each year 
they have built a house as part of their 
course. This year such a procedure 
was impossible because of the restric- 
tions of L-41 and M-208. But the boys 
under Mr. Roselle are getting building 
experience just the same—and better 
experience than they could have had 
through building a house. They are do- 
ing a repair-remodeling job on a large 
old home recently purchased by C. R. 
Cheadle of the Chicago Sun, whose 
own son is a student at the school. 

Much of the remodeling part of the 
job consists of removing various 
porches and old roof towers of an age 
long gone. Certain rooms are being 
enlarged, eliminating former mere 
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cubby-holes, the sag in the foundation 
is being taken up, the roof on one side 
has been raised and the outer wall built 
up to it, to make room for more space 
on the second floor. This type of work 
necessitated pulling out a lot of old 
lumber from the building and 90 per 
cent of this is being salvaged—worked 
right back into the structure in a modi- 
fied modern form. The Lageschulte & 
Hager Lumber Company, Barrington, 
is furnishing the additional materials 
necessary, which will come within the 
restrictions imposed on such work. 
On this job, even the lath was sal- 
vaged—old plaster cleaned off with a 
flat shovel, the lath moistened by laying 
it out in the weather and then reused 
in the upstairs rooms created by the 
raising of roof. Due to possible in- 
clement weather a roof had to be left 
on the house until a framework for the 
raised roof was built above it—then the 
roof boards were taken one by one and 
placed on the new roof structure and 
the walls built up to the new roof 
height. Much of the lumber taken 
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from the old enclosed back porch, 
which was torn down, was used in rais- 
ing the walls to the new height. In the 
accompanying interior photographs of 
the work in progress it is possible to 
see where the old lumber was used and 
also where the old roof was located. 
This job could not have been accom- 
plished without the use of salvaged 
lumber. Restrictions of both L-41 and 
M-208 stood in the way of its accom- 
plishment. 

The house had been built in 1888, 
but with a few minor exceptions the 
old lumber was in good condition. 


From one of the best known wreck- 
ing concerns in the business the fol- 
lowing pointers on the possibilities of 
salvaging old lumber from old houses 
were obtained. 

Two examples were used in all cases 
under discussion: a five-room frame 
bungalow, and an eight room frame 
2-story house. In either case approxi- 
mately 70 per cent of the lumber is 
salvageable. 

All figures are Chicago prices but 
can be reduced to local terms. 

It costs $15 to $18 to take 1000 feet 
of lumber out of a house. 


The view, left, below, shows how studs were spliced and how the old lath was used 
in the Barrington, Ill., repair job. Below and at right are shown the towers and 
porches from which salvage lumber was obtained for the job 
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Below: View of the Barrington, Ill., house showing the line 


the roof followed before the remodeling-repair job was 
started. The diagonal 2 by 4 indicates the old roof line. At 
right: Interior view of the remodeling at Barrington, Ill., 
showing both old and new lumber used in the second floor 
in raising the walls up to the new roof. The darker boards 
and studs were salvage material worked back into the house 
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It costs $3 to $3.50 to clean 1000 
feet of lumber. 

Six to eight men are needed to 
wreck a 2-story eight-room house; 
four to six men can wreck a five- room 
bungalow in about 24% days. In other 
words, it takes from 80 to 120 man- 
hours to wreck a five-room bungalow. 

One man can clean (take out the 
nails) from 1000 to 1800 feet of lum- 
ber in an 8-hour day. The wide differ- 
ence in time is created by the fact that 
as a general rule, lumber taken from 
houses erected on a cost plus basis is 
harder to clean because more nails have 
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been driven into it than is the case of 
lumber from houses erected on a con- 
tract bid, where sometimes just enough 
nails have been used to hold it together. 

In Chicago a company could not pay 
much to wreck a frame building unless 
there was an unusual amount of lum- 
ber, or metal, or a good heating plant 
in it. Usually the job is taken to clear 
the property after the structure has 
been condemned. But it is possible 
that with other transportation and la- 
bor conditions existing, a dealer might 
be able to pay $10, $25, and in excep- 
tional cases $50 and $75 for the ma- 
terial to be obtained in wrecking a 
building. 

Insurance companies consider the 
hazards of wrecking are high. Insur- 
ance where necessary runs to 35 and 
40 per cent of the payroll. There is 
less hazard in wrecking a one or two- 
story frame building, however, than in 
wrecking other types of buildings. 

A good contractor or carpenter who 
understands building, can also wreck 
one intelligently. Experienced crews, 
of course, work faster, salvage more, 
and have less accidents. At least one 
experienced man who knows construc- 
tion is needed in a crew of four men. 
As a rule, boys should not be used for 
wrecking, but can be used for cleaning. 

Cleaning can be done either at the 
site of the building or in the yard. 
Labor rates are usually less when the 
cleaning is done at the yard. 


Tools Needed for Wrecking 


Normally, the main tools needed for 
wrecking frame structures are wreck- 
ing bars, 20-ounce cleaning hammers, 
nail pullers, wrenches and ropes. 

Usually a building is wrecked from 
the top down. Make a hole through 
the center of the building down to the 
first floor, and throw or hand down 
the material, then put it in a truck 
backed up to a convenient window or 
door. . 

Sheathing, roof boards, dimension, 

studs, rafters, can all be salvaged. Sid- 
ing can be saved but often has a 
tendency to split. Window frames can 
be salvaged, but usually the casings 
are rotted. Doors and metal parts can 
be salvaged. Brick buildings are harder 
to wreck than frame buildings and 
there is almost no salvage in a con- 
crete building. 
_ One of the best ways to get action 
1s to get local government to condemn 
buildings and then back up their de- 
molition orders, 

Many small towns do not have ordi- 
nances covering wreckers, therefore 
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anybody can wreck, including dealers. 
If a town has such an ordinance, it may 
be best for the dealer to work with a 
wrecker. 

If a town hasn’t a committee to con- 
demn buildings and hasn’t an ordi- 
nance governing unsafe, unsanitary, 
unfit structures, the dealer may be able 
to get such an ordinance passed and 
then have a committee formed to con- 
demn buildings hazardous to the 
public. 

In approaching the owner of an old 
unoccupied building, it is generally 
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true that taxes are less on property on 
which there is no building, and that 
might be an important point at this 
time. Further, if the owner is thinking 
of ever putting up a better structure, 
he will probably have to pay a wreck- 
ing concern to remove the old struc- 
ture, while today he can have it re- 
moved for the salvage value of the 
lumber. 

For salvage lumber today is not 
only valuable because of lumber scarci- 
ty, it is also needed for essential uses in 
industry and in home communities. 








The American Lumberman 
Lumber Salvage Campaign 


In considering the possibilities of a salvage campaign, six main 
sources of salvage must be investigated. These six sources are: Major 
Government war industries such as powder plants, arsenals, shell 
plants, etc.; and (2) Minor war industries chiefly owned and oper- 
ated by private individuals but keyed in with the war effort such as— 
industries furnishing materials and small parts and including indus- 
tries engaged in the production of civilian goods; (3) Camps and 
cantonments which have been built, improved or enlarged; (4) 
War housing projects where a large number of houses have been or 
are being built; (5) Old buildings and old houses that should be 
wrecked for the lumber they contain; and (6) Abandoned farm 
structures that should be wrecked for their lumber and material. 

The AMERICAN LUMBERMAN offers to the War Production Board its 
facilities to: 

(1) Maintain a list of short length lumber heretofore regarded as 
unsalvageable. 

(2) Maintain a list of industrial needs for short length lumber. 

(3) Offer to WPB, its staff facilities to investigate war projects, 
war industries and civilian industries, city housing and farm struc- 
tures, for the purposes of finding uses for this short length lumber; 
and for finding short length lumber unused that could be salvaged; 
and for the purpose of discovering those old buildings and houses 
that could be torn down to create stocks of old lumber that could be 
re-used during the war effort. 

(4) Because this is a specialized type of salvage in which indi- 
viduals are needed who understand the use and handling of lumber, 
the AMERICAN LUMBERMAN will use its facilities to interest lumber 
dealers in each community in becoming the headquarters for effect- 
ing an exchange of salvageable lumber between the industries that 
have no use for it and the industries that can use it. 

(5) To this end, the AMERICAN LUMBERMAN will work with the 
WPB in creating and distributing such posters, newspaper adver- 
tising and radio copy as is necessary to create an adequate response 
to the campaign. 

To implement this lumber salvage campaign, and until such time 
as the Government sets up a separate salvage committee for lumber, 
the AMERICAN LUMBERMAN proposes to act as a central clearing house 
of information for salvage distribution. In this endeavor, the 
AMERICAN LUMBERMAN believes that every lumber leader can set him- 
self up in his own community as a local center for the salvage 
campaign. 

It is urged that lumber dealers having any knowledge of a source 
of short length lumber or a knowledge of an industrial need for 
short length lumber address letters pertaining to the lumber cam- 
paign to the Lumber Salvage Editor, AMERICAN LUMBERMAN, 431 S. 
Dearborn St., Chicago, III. 
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Keep Overhead Under Your Thumb 
To Make a Profit Under Ceilings 


Recently, while working on account- 
ing commitments, the operating figures 
of two eastern lumber dealers were 

will 


serve to provide other dealers with an 


reviewed. These case histories 
angle on overhead that is given too 
little consideration in these days when 
survival depends upon the razor-sharp 
analysis of every element of operation. 
Commercial counselors usually content 
themselves with giving advice anent 
the dangers of letting overhead run 
wild, but seldom, if ever, dissect it for 
the reader to show that overhead has 
a dual character, one part varying 
from the other as markedly as Dr. 
Jekyll differs from Mr. Hyde. 

These dealers had similar business 
set-ups and sales, their margins were 
practically the same and they were 
ample to assure satisfactory profits if 
all business factors were properly co- 
ordinated and efficiently supervised, 
yet, their profits showed surprising 
contrast, and it wasn’t because one 
dealer was a better merchandiser than 
the other, or gave better values. 

These dealers were about ‘Even 
Steven” on business ability and values. 
Then, why shouldn't their profits ievel 
up, year in and vear out? Here’s the 
story, which many would consider “one 
for Ripley,” were results accepted “‘as 


is,’ and not analyzed to get the facts 
behind the figures. (See Chart below.) 

In 1940, Dealer A did $363,000 
in sales. Dealer books for 1940 
showed $364,800, so they were run- 
ning neck-to-neck on volume. Their 
margins were similar, their overhead 
ditfered slightly, $632, so their net 
profits were about the same, $106 dif- 
ference in favor of Dealer A. Strikes in 
their territory hurt local sales in 1941, 
A’s volume dropped to $302,400, while 
b°s tumbled to $304,200. Again these 
dealers were running neck-to-neck on 
sales for the year. 

In 1940, Dealer A’s profit was $106 
more than B’s, the percentage to sales, 
in both cases, about even—around 5 
per cent. In 1941, when they experi- 
enced similar volumes again, B's net 
profit was $15,754.40, while A’s net 
profit was $13,016.80, giving B, the 
runner-up in 1940, an increase of $2,- 
737.00 over A in 1941. A’s net profit 
in this year was + percent on sales 
against 5 percent in 1940, a decrease 
of 20 percent whereas, b’s net profit 
increased slightly in percentage. 

Accountants come across such case 
histories frequently. At this time, how- 
ever, these figures carry a vital mes- 
sage on expense control that must be 
watched more carefully than ever be- 
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variable to 
Today, a_ distorted 
ratio may prove. fatal, although, in 
normal times, when dealers had more 
freedom of action, the same condition 
could often be by-passed with ingeni- 
ous operation, whereas, price ceilings 
and other wartime controls have now 
stymied profit possibilities to such ex- 
tent that a ratio of fixed to variable 
expense, too far askew, may send a 
dealer over the deep end quickly. It is 
one of those managerial lapses that 
dealers could overlook in the good old 
days and usually did overlook, but this 
ratio cannot be disregarded now with- 
out regrets. 

Notice then in 1940, Dealer A had a 
ratio of 3 to 1, variable to fixed 
charges, which is too high a percentage 
of fixed expense in this field, but vol- 
ume and profits were ample, good man- 
agement kept stock-turn adequate for 
satisfactory profit. 

Dealer B did not rate a better man- 
agerial I. ©., experienced the same 
satisfactory drift in business and 
exirned a similar net on a similar vol- 
ume in 1940. Why then, was he able 
to get out from under the decline in 
business with 20 per cent more dollar 
profit in 1941, when Dealer A earned 
more than B in 1940? Dealer B had 
a ratio of 6 to 1, variable to fixed ex- 
pense, far more favorable to weather 
a decline in business volume success- 
fully, and a factor that lumber dealers 
must keep uppermost in mind because 
if this ratio is badly out of line or is 


the ratio of 
expense. 


fore, that of 
fixed 





1940 1940 
Dealer A Dealer B 

a ree Torre $364,800 
en bin6 050 tbbavendenebnened 217,800 Se ee MA ieasase eee sneeasunees 219,074 
ET ee $145,200 NO BE, i oe cna nek vena roeent $145,726 
Overhead expense Overhead expense 

Fixed expense............ $31,748-(1) Fixed expense........... $ 18,232-(1) 

Variable expense.......... 95,244-(3) Variable expense......... 169,392-(6) 

Total overhead expense.............. $126,992 Total overhead expense.............. $127,624 
Net profit on sales..................-8 18,208 Poet WOES Gib GONE. oo ccs ee venvecwess $ 18,102 
1941 1941 
ee I ai aac a ks Shad hah aes aie AA by $304,200.00 
nica neecenncexawaxones 181,440.00 eee SE ea casceheaesksenennns 182,700.00 
‘Margin on sales...................5120,960.00 Margin on sales..................-$121,500.00 

Overhead expense Overhead expense 

Fixed expense.......... $31,748.00 Fixed expense...........518,232.00 

Variable expense........ 76,195.20 Variable expense........ 87,513.60 

Total overhead expense............$107,943.20 Total overhead expense............ $105,745.60 
Net profit on sales.................$ 13,016.80 POO EE NGI: oon occ ceo ences $ 15,754.40 
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permitted to get in that condition, they 
will find their best efforts frustrated 
under price ceilings, which is tanta- 
mount to a cut in volume because it 
depresses profits. 

If a slump should eventually follow 
this war—and many economists pre- 
dict that although the postwar period 
will bring heavy purchases of civilian 
goods because of curtailed production 
today, sooner or later, there will be a 
letdown and if so, the dealer with the 
most favorable ratio of fixed to vari- 
able expense will come through the dip 
with fewer headaches. 





In short, the ratio of fixed to vari- 
able expense must be watched more 
carefully today because its distortion 
carries greater danger than BPH (Be- 
fore Pearl Harbor). Then, it played 
havoc only when a slump came along. 
Now, price ceilings, which produce, in 
many cases, the same effect as a de- 
crease in volume, are an added haz- 
ard. 

Many dealers think that an expense 
is an expense and although this is cor- 
rect insofar as the dollar obligation is 
concerned, there is a big difference in 
its effect on profits when sales and 
margins swing low. 

Today, with margins slimmed by 
price ceilings, a high ratio of fixed ex- 
pense may make it impossible to show 
a satisfactory profit regardless of how 
effective the merchandising methods. 
The following statements covering the 
operating figures for A and B for 1940 
and 1941 show with X-ray clarity that 
the ratio of fixed expense to variable is 
an important factor in the successful 
operation of a lumber business, par- 
ticularly in wartime under restrictions, 
that regardless of how hard the dealer 
strives to maintain profits today, thi- 
ratio, if out of bounds may circum- 
scribe his best efforts. ‘To facilitate 
visualization, we eliminate cents and 
use round figures but these slight 
changes to not disturb the ratios as 
shown on the books of these “guinea 
pigs.” 

Notice that in 1940, Dealer <A’s 
ratio of variable to fixed expense was 
to 1, or the variable expenses were 
times as many dollars as the fixed, 
whereas, Dealer B’s ratio was 6 to 1, 
a much safer operating factor. In 
1941, these dealers. sensing the down- 
ward trend in sales, began to reduce 
overhead to keep net profits in line. 
Their fixed expenses were constant 
and could not be reduced so they had 
to concentrate on variable expenses 
to wit: (See Chart Above.) 
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Decrease—20 per cent of $109,392 





Dealer A 


Total overhead expense............. err re $126,992.00 

Total overhead expense.......:..... err 107,943.20 

Decrease—20 per cent of $95,244 variable expense...... $19,048.80 
Dealer B 

Total overhead expense............. a eee $127,624.00 

Total overhead expense............. A 105,745.60 


variable expense... .$ 21,878.40 





Both dealers cut variable expense 20 
per cent, indicating that they were 
equally efficient with the nippers, but 
B’s ratio of variable to fixed expense 
(6 to 1) enabled him to use expense 
control more effectively. A’s propor- 
tion of variable expense was too low. 
Even though he cut close, his efforts 
were thwarted by the high ratio of 
fixed expense, which he couldn't cut. 

In these days of price control, pri- 
orities and other wartime restrictions, 
you can’t afford to let your fixed ex- 
pense loom so high in ratio to variable 
that you can’t effect satisfactory econo- 
mies when sales or margins are cur- 
tailed. Some dealers may be frozen to 
a high ratio of fixed charges right now, 
which may make profitable operation 
difficult unless corrective measures are 
taken, such as re-financing a mortgage 
at a lower rate, sub-letting part of a 
business property, and other similar 





maneuvers. Nevertheless, knowing 
what you are up against is better than 
working “in the blind,” hence, this 
counsel will aid such dealers too. 

If you cannot bring fixed expense 
down to the safety level, there is but 
one way out, increase volume by add- 
ing related or emergency lines and do- 
ing a better advertising and selling job. 

From our experience, we would say 
that a minimum safe ratio of fixed to 
variable expense is 1 to 5, not includ- 
ing income tax, which should be ex- 
cluded from listing under overhead. 

The lumber dealer must understand 
and utilize every modern means of ef- 
fecting tops in managerial efficiency 
and one means to that end is a thor- 
ough and continual appraisal of over- 
head plus a systematic plan of keeping 
it in safe relationship to margins. In 
other words, understand your over- 
head. 





EXAMINE YOUR CREDIT PROBLEM 





Joe Smith, secretary of the Mountain States Lumber Dealers 
association, has the following to say in regard to the slow pay 
problem: 

“A merchant who carefully analyzed and brought into the open 
all expenses applying to accounts found his total to be about five 
per cent of charge sales. Of this five percent less than one per 
cent represented charge-offs. The carrying and collection expense 
for prompt pay accounts is not large. Therefore, we can assume 
that the greater part of this expense is chargeable to slow pay 
accounts. It is possible, even probable. that the percentage of ex- 
pense applicable to the slow pay accounts was as much as 15 
percent or even 20 percent. 

“The first step in applying the remedy. of course, is investiga- 
tion of the paying habits before opening the accounts. But there 
will still be those who for various reasons become slow pay. Make 
it a rule to refuse further credit to all who do not pay within your 
credit period. 

“Those affected fall mostly into three classes: 

“1, A comparative few who never intended to pay. They will 
now have to look elsewhere for victims. 

“2. A larger group who were unable to pay promptly. How- 
ever worthy, they will not be increasing balances at your expense. 

“3. By far the largest number—those who did not pay 
promptly because they had not been educated to do so. Your 
action in refusing further credit is the big step in making prompt 
pay customers out of these slow pay accounts.” 
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Consider Location When Buying 
Sidelines to Sell Former Customers 


“Sidelines” or auxiliary merchandise 
which will compensate for the lack of 
building material sales under war con- 
ditions will have to be those which can 
be readily sold to the same customers 
who formerly bought building ma- 
terials, according to Glen Schwing, 
promotional manager for Hill - Behan 
Lumber Company, St. Louis, Mo. 

“A> merchandising lumber yard is 
often in an out of the way location,” 
Mr. Schwing explained, “which pre- 
vents the sale of much logical sideline 
merchandise. Thus, extreme care must 
be exercised in choosing and merchan- 
dising new stock. In our own case, 
we have been careful to stock and sell 
only those items which can be pro- 
moted to customers whose homes have 
been constructed with our lumber and 
other materials.” 

For many years, Hill-Behan (op- 
erating six large lumber yards and 
stores in St. Louis) made a policy of 
sending a congratulatory letter to all 
homeowners whose homes were built 
by contractors using Hill-Behan sup- 
plies. Since Pearl Harbor the large 
number of St. Louis people thus fa- 
miliarized with the firm have been a 
backlog of good prospects. 

Hill-Behan’s outstanding new side- 
lines are garden and lawn furniture, 
housecleaning and repair supplies, 
china and glassware—all added in that 
order since the U. S. went to war. 
ach is sold in large amounts to Hill- 
Behan customers first, then to cus- 
tomers’ friends and relatives, as the 
merchandise causes comment. Al} 





items are heavily stocked and have 
been aggressively promoted with news- 
paper advertising, direct mail, and 
house organ developed by Mr. 
Schwing which is sent to 2000 St. 
Louis homes each month. 

“We've been exceptionally pleased 
with garden furniture.” Mr. Schwing 
said “Covering lawn chairs, tables, 
trellises, gateways, pergolas and land- 
scape furnishings which of course are 
extremely saleable to owners of fairly 
new frame homes and those with large 
lawns. There are thousands of new 
homes which are ready markets for 
this merchandise—a couple of trellises, 
two or three lawn chairs and a pergola 
completing the architectural and land- 
scape job done with the house and 
lawn. We followed up carefully all 
frame-home owners first, sent a folder 
on our wooden garden furniture, and 
were surprised with the results— 
dozens of orders coming in for the 
complete selection as pictured in a 
folder mailed with the letter.” 

This merchandise shows a steady 40 
percent or better profit, even though 
department stores are heavy competi- 
tors. To beat the stores at this game, 
Hill-Behan Lumber Co. has featured 
a beautifully-built Adirondack lawn 
chair, finished and painted any color, 
for $5.95—and has sold scores of them 
although the average price for rough- 
lumber lawn chairs is close to $3.00. 

“Tt is safer to sell from stock than 
samples with transportation and pro- 
duction the way it is,” Mr. Schwing 
said. “All such furniture is advertised 
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once a week in four daily newspapers 
and in all neighborhood newspapers 
near Hill Behan yards.” 

In addition, a complete lineup of 
garden furniture, children’s _ slides, 
bars, teeter-totters, etc., is displayed in 
front of the buildings or inside the re- 
tail stores at each yard. Children’s 
play items, incidentally, can be sold 
sasily to the same customers who buy 
garden furniture, Mr. Schwing’ said. 

Housecleaning items, including wax, 
paint, wallpaper cleaner, furniture pol- 
ish, floor cleaner, scouring powder, in- 
secticides, ladders, silver polish, 
brooms, brushes and mops, etc., are 
likewise dovetailed into the home- 
owner selling theme at Hill-Behan. All 
stores stock a large inventory of this 
merchandise (showing 50 percent 
profit in many instances) which is ad- 
vertised through a four - page offset- 
printed house organ which gives home- 
owner news, Hill-Behan news notes 
and helpful hints, as well as advertising 
for garden furniture and housecleaning 
supplies. 

“Competition here comes from 
everywhere” Mr. Schwing said “But 
the average housewife is likely to rea- 
son that we built the house, so we 
know what’s best for its upkeep. 
Through our direct mail house organ 
of 2000 copies a month we invite them 
to come in for instruction on lighten- 
ing housecleaning work, and have a 
fine response. 

Once the housewife does come in, 
she can usually be sold paint. brushes, 
wall paper paint or kalsomine, etc., and 
even lumber for fixing up the house 
herself. Purchases of $6 and $10 at a 
time in housecleaning items are not un- 
usual, and Hill-Behan did not have to 
train salespeople to sell this merchan- 
dise for nearly everyone is familiar 
with it. There is no newspaper adver- 
tising of this merchandise. Inventories 
run around $500 to $750 in most 
stores. 

Newest “sideline” at Hill-Behan 
yards is china and glassware—around 
20 patterns of china and 10 of glass 
stemware and serving dishes. These 
were added primarily to sell to defense 
workers coming into the yards to buy 
lumber or to discuss remodeling of old 
homes turned over to them by the gov- 
ernment. 

“We have so many women coming 
in for either garden furniture or house- 
cleaning supplies that we decided to 
give dinnerware a try” Mr. Schwing 
added. “The idea has worked out 
well.” 
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Rubber and Gas Conservation 
Is a Problem for Truck Drivers 


The problem of tire conservation in 
making lumber and building supply de- 
liveries was put squarely up to truck 
drivers themselves recently at Uni- 
versity Park Lumber Company, Den- 
ver, Colorado—by asking each driver 
to sign a ten-point “pledge” guarantee- 
ing that he understands his own im- 
portance in the conservation of rubber, 
and the regulations laid down by the 
ODT. 

“Most employes are fully conscious 
of the importance of rubber conserva- 
tion to the war effort’? it was pointed 
out by a University Park official. “But 
they often are prone to leave it up to 
the company to cooperate with the 
government, forgetting that they them- 
selves are actually the instrument of 
conservation which can accomplish 
most. There are scores of such in- 
stances in which a truck driver is 
patriotic, willing to do his part, but 
forgets all about it in the press of 
heavy business. Therefore we have 
drilled into our truck drivers the fact 
that nobody can help save rubber but 
themselves.” 

The Denver lumber concern set up 
this plan in the midst of heavy activity 
in defense-housing construction and 
government airfield building which 
meant that every truck was rolling con- 
tinuously and all yard employes work- 
ing at top speed. A number of flat tires 
and blowouts indicated that something 
had to be done—and thus the pledge 

vas originated. 

First, every driver was given a 
mimeographed copy of the ODT rules 
to take home and study for two eve- 
nings. Then on the third day following, 
he was “quizzed” for his knowledge. 
All drivers who “passed” were then 
viven the 10-point pledge to sign, read- 
ing as follows: 


MY PLEDGE 


I have read and understand the 
ODT regulations governing the opera- 
tion of my truck, and understand that 
only by my individual effort can I help 
to save rubber and mileage. There- 
iore, I pledge myself to: 

1. Use my truck only for company 
business and never for personal pur- 
pose of any sort. 


2. Avoid high speeds at any time, 
and to observe a 25 mile-per-hour limit 


within the city, 30 on the highway. 


3. Have my truck lubricated and 


the oil changed at least once every 
1,000 miles. 


4. Check my tires for the exact 
pressure correct for them at least once 
a day. 


5. Avoid driving over rough roads, 
broken pavement or any surface caus- 
ing excessive wear on tires. 

6. Avoid striking curbs or grating 


my tires against them in parking or 
backing up. 


OC 
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7. Report any bruises or cuts on 
my tires which can be remedied by 
vulcanizing them. 


8. Keep my tires clean of pebbles, 
glass, broken nails and other refuse 
which lodges in the tread. 


9. Never take a roundabout route 
for any reason other than to avoid bad 
roads hard on my tires. 


10. Cooperate in every way with 
my company toward the winning of the 
war. 

A copy of this pledge is fastened to 
the inside windshield top in each Uni- 
versity Lumber Company truck as a 
“reminder” to the driver—and has re- 
sulted in a 50 per cent reduction in 
punctures, vastly more efficient work 
and less cost per delivery. 


| Automotive Engineers’ Gas Saving Rules 


ency Management. 





Operators of trucks and passenger cars can stretch their gasoline 
rations as much as 50 per cent by correct and careful driving, together 
with proper care of the vehicle, the War Engineering Board of the 
Society of Automotive Engineers has reported to the Office of Emerg- 


| Comprised of top-flight automotive and aeronautical engineers | 
with J. C. Zeder, chief engineer of Chrysler Corp., as chairman, the | 
board announced Sept. 30 the following suggestions for effecting | 


| material savings in gasoline consumption and prolonging vehicle life: 


1—Drive at moderate speeds; at 30 miles per hour gasoline is_ | 


lower than at 60. 


| 
| saved, car and tires last longer; fuel consumption is 50 per cent 
| 


2—Accelerate moderately; saves gasoline and brakes. 


3—Use brakes only when necessary; saves gasoline and brakes. 


4— Avoid idling engine unnecessarily, “racing” the motor, “pump- 
ing” the accelerator, and excessive use of choke; saves considerable 
9 


| gasoline. 


gasoline and wear. 


5—Use lightest lubricants recommended for engine, transmission, 
and differential; saves gasoline by making vehicle easier-running. 


| 6—Keep chassis and parts well lubricated; reduces friction, saves 


7—Keep ignition system, spark plugs, carburetor, and air-cleaner 
clean and in good condition; prevents waste of fuel. 


8—Keep motor properly tuned, brakes in proper adjustment, 
wheels properly aligned; assures greatest economy, tire mileage, and 


car service. 


9—Keep cooling system thermostat at proper setting: gasoline 
economy reaches maximum when motor operates at highest recom- 


mended temperature. 


10—Keep tires correctly inflated; for maximum gasoline mileage, 
inflate to five pounds above specified pressures. 
“Observance of these few simple rules,” the board said, “will be a 


direct aid to motorists living in areas that have gasoline rationing. 
They will also help to make gasoline go farther and thus delay 


rationing in other sections of the country. And they will help to 
save rubber and thus prolong the usefulness of cars and trucks every- 
where, because right driving and right care of a motor vehicle means 
longer service from every part.” 





























Gorgons 


Don’t look now; but it seems we're being 
followed. Feel that hot breath on your 
neck? That would be Ol’ Man Confusion, 
himself. 

Not exactly a new experience; for the Ol’ 
Man has been tailing us since last spring. 
Chief’ reason he hasn’t jammed the works 
even worse is that lumbermen have been 
public spirited and co-operative and full of 
initiative. They've even been amused, 
though not in habit-forming quantities, as 
the Ol’ Man has gee-hawed them from gut- 
ter to gutter in the hope that he’d hit upon 
an open road. Maybe we’re about to find 
that road. 

The Greeks had a story for it; the snaky- 
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haired Gorgon sisters whose appearance was 
so alarming that one look turned the be- 
holder to stone. Hear that hissing in your 
file of limitation and conservation orders? 
That would be the Gorgonian coiffure. So 
don’t look now. It might work on produc- 
tion and distribution the way the Greeks 
said it would. 


Where Are We Af? 


But let’s get a few things straight. This 
piece is not in deprecation of the men who 
issue the orders. Quite the contrary. In 
the main these men are competent; include 
in their ranks as able, well informed and 
brilliant administrators as you’re likely to 
find either in or out of the government. 
Neither is this a political quagmire in the 
partisan sense. You may not have noticed, 
but an amazing number of top war-work 
administrators in Washington have never 
aligned themselves with the political party 
in power. They're not working for the par- 
tisan interests of the dominant party, and 
it’s fair to say they’re not working against 
those interests. You can find exceptions on 
both sides of the line; but most of these 
men are trying with all their energy to win 
the war. 

Theirs is a tough job; tough because it 
changes by the hour. In the nature of 
things they had to begin at the bottom, 
with practical, local questions that had to 
be decided right now in order to keep the 
wheels turning. By the time they came up 
with the answer the character of the war 
had changed, or their question had banged 
into another that no one had noticed. The 
answer was wrong, because meanwhile the 
question had changed. 

As the answer men work toward the top 
where the big policies are shaped up, it be- 
comes clear that Ol’ Man Confusion has too 
many hands. Here’s a sentence from an of- 
ficial release, having to do with labor short- 
ages in lumber production: “This matter 
has been before the War Production Board, 
War Manpower Commission, Selective Serv- 
ice System, War Labor Board, the Army 
and Navy Muntions Board and the Office of 
Price Administration for some time.” Six 
drivers! And each driver has to ask a bat- 
talion of economists, legal counsel, co-ori- 
nators, advisory committees and assorted 
hands in the division of protocol before he 
can venture an opinion about passing the 
stalled truck ahead. 


Over-All Requirements 


The boys could learn this multiple driv- 
ing in time; but it would help if they could 
be told where they’re supposed to go. De- 
spite the tons of reports and questionnaires 
over which business men have spent their 
days and night, there’s still only an approxi- 
mate inventory of raw materials, stocks and 
production capacity. But, still more con- 
fusing, there’s no exact listing of what the 
war program will call for in terms of raw 
materials, manpower and finished goods. 

Only a short time ago the Army at long 
last ventured the estimate of 7,500,000 
soldiers under arms at the end of 1943. 
Recent news from Africa has filled Wash- 
ington with guesses that, since General 
Montgomery’s successes turned largely on 
equipment, there would be a shift to a still 
lower number for the American Army and 
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a bigger push for artillery, planes and tanks. 
A shift of a million men in the Army 
doesn’t stop there; for it’s supposed to take 
a dozen or more workers at home to keep 
each soldier supplied. How are you going 
to schedule critical materials, steel for ex- 
ample, until you know how many men you're 
to arm? How are you going to plan war 
housing until you know how many workers 
are to be housed? 

These things can’t be known exactly until 
the character of the war is known. But we 
can’t wait for exact answers; so the men in 
administrative positions have to follow their 
best guesses. That’s necessary, but it’s Ol’ 
Man Confusion’s favorite dish. Keep these 
factors in mind when the whole pattern seems 
to go cock-eyed. 


Lumber Shortage? 

We’ve been told that this year will weigh 
in with a lumber shortage amounting to six- 
billion feet. This page has repeated the 
story to the point of weariness; but just what 
does it mean? The favorite answer to that 
question, when the person asked doesn’t know 
the answer, is still another question: Don't 
you know there’s a war on? We were an in- 
nocent bystander when a garage foreman used 
that old uppercut on a customer who com- 
plained about not being able to get his car 
repaired. The customer happened to be a 
Member of Congress. He knew there was a 
war on; he’d helped declare it! We still 
have an awed memory of his fluency. 

Dr. Wilson Compton has called attention to 
the fact that the government has gotten the 
lumber for which it has asked; and that 
temporary delivery delays have been caused 
in the main by faulty procurement and not 
by lack of production. Doctor Compton 
estimates that the so-called shortage this year 
will be about two billion feet; although hold- 
ing it to this lower figure will mean some 
reduced inventories. 

But the “shortage” becomes a matter of 
definition. Lumbermen could sell more stock 
if they had it. In fact if production this 
year were equal to the figure commonly set 
for the year’s demand there would still be a 
shortage; for lumber is so highly adaptable 
that it could and would be used instead of 
many other critical materials. The fact of 
the so-called shortage means, of course, in 
practical terms that available supplies must 
go where they will serve the most useful 
purposes. This is what the Lumber Branch 
is trying to manage, under great difficulties. 


Freeze Orders 


But a couple of other things need to get 
more attention before the job of distribution 
can be well done. One is a more exact de- 
signing of the products, public and private, 
in which lumber is used. Some progress is 
being made here. The other, of course, is 
full production. 

The armed forces have a weakness for 
freeze orders; on the simple theory that 
here is a stock of lumber which they want 
3ut any one who knows lumber manufactur: 
understands that over the war period a 
steady flow of production is more important 
in getting lumber to war projects than is 
the impounding of stocks in the dryshed 
Few mills have either the storage space oi 
the working capital to continue manufactur¢ 
unless the stock flows out steadily. 

1-218 froze the construction grades of 
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fir for the Army and Navy; but the armed 
forces did not agree to buy these grades as 
fast as they were produced. Reports indi- 
cate that this stock is accumulating unsold. 
\Vhen it accumulates about so long, produc- 
tion is checked. 


Control Orders 


Other clumsy and backhanded efforts are 
on record. M-208 was issued with the as- 
surance to the industry that here was the 
complete charter of distribution and that it 
would be in effect for the duration. Here 
again the appetite of the armed forces for 
impounding stocks already manufactured, 
with little regard for going needs, colored 
the order. M-208 set up a system of priori- 
ties so complicated that no one, including 
the authors, knew its meaning. Long before 
practical operation could determine its use- 
fulness, the order was patched with amend- 
ments. Still it didn’t work; and in an ef- 
fort to keep things going the remodeled job 
was given a kind of service wing in the 
form of PD-1X applications. 

Meanwhile priorities were falling into dis- 
favor, and the Controlled Materials Plan 


‘came along; a substitution of direct alloca- 


tions. Washington lumber circles assumed 
that it would apply to lumber as well as to 
steel and aluminum and other critical ma- 
terials. Had it done so, M-208 and L-218 
and possibly L-41 would have gone to the 
scrap heap. But, up to this writing, the 
Controlled Materials Plan seems not to have 
taken lumber under its wing. This means 
apparently that further amendments will ap- 
pear. There is said to be an entirely new 
draft of M-208 in the works. If it is issued 
at all it will probably come out soon. 


Private Builders 


There came the sudden order halting the 
isuance of preference ratings to private 
builders; but such an explosion of protests 
followed that the WPB quickly announced 
the withdrawal of this prohibition as soon 
as the national war construction picture 
could be re-examined. It may already have 
been withdrawn; for the private builder’s 
contribution, to war housing for example, is 
important. And if rumors about this re- 
examination of war construction are accur- 
ate, it’s going to be some re-examination; 
is said to be a detailed materials inventory 
of every project, public and private, clear 
down to Posey Corners. 

The reason alleged for the issuance of 
the stop order on preference ratings to pri- 
vate builders was that these builders use too 
much critical material per unit; that they 
build detached and reasonably permanent 
houses. The government claimed it could 
get more usable shelter from the same ma- 
terials by building dormitories and tem- 
porary structures. 

But there was still another reason not 
much emphasized. The quarterly alloca- 
tions of critical materials showed a rela- 
tively small amount of steel for building 
construction; and every building has to use 
some metals. If there’s only so much, that’s 
all there is. But meanwhile, day after day, 
government agencies issued lists of approved 
public construction projects; and these 
Projects cut deeply into the limited stock 
pile of steel. A saving had to be made 
somewhere. 

The government has gotten the habit of 
not hitting where it looks. We've accepted 


American fiumherman 


gasoline rationing, not to save gasoline but 
to save rubber and transportation. By the 
same token the private builders were elected 
to stop work; not to save lumber but to 
save steel. 

The story at this time, so far as we're 
able to piece it together, is that the govern- 
ment will check the flow of public construc- 
tion somewhat, will lift the stop order from 
private builders and will divide the existing 
supply of steel for construction about equally 
between public and private builders. 


The Outlook 


Time and the season may be said to be 
working for us, especially for the retail 
wing of the industry. That takes some un- 
derstanding. Maybe it’s like the assertions 
that are causing some amusement in Wash- 
ington; the self-congratulations by certain 
Democratic chieftains that the recent elec- 
tions didn’t go against them worse than they 
did. In the first place, for most retailers 
this is a season of normally small sales; and 
there is a good chance that before the build- 
ing season opens next spring there will be 
reasonably clear answers to our questions. 
By that time a measurable part of necessary 
public construction will be done; and it is 
not too much to hope that we'll not only 
know what critical materials we can have 
but that we'll get reasonable supplies. 

In the second place, 1942 in the main has 
been a fairly good year for retailers. There 
have been exceptions, some of them tragic. 
But, like the Democratic party, we could 
have been hurt much worse than we have 
been. Get what comfort from this fact that 
you can! 

There is one group of retailers whose 
problems deserve immediate attention. These 
are the men who operate in agricultural sec- 
tions and who have little direct share in the 
war construction program. They have the 
right to assert their claims; not on the basis 
of making a private profit but on the basis 
of sharing indirectly but in a highly impor- 
tant way in the food-production program. 
These dealers should now be building port- 
able farrowing houses and brooders to be 
sold next spring. The control orders are 
stacked against that effort. The sixty-day 
inventory limitations don’t add up in their 
business. Over the years they’ve turned 
their stocks but two or three times annually. 
PD-1X applications don’t meet their needs; 
neither in general nor in getting the stock 
for these winter-built farm portables. 


The Rural Dealer 


This portable trade is their dish. They’ve 
done .a highly useful and efficient job. 
They’re in direct contact with the farm cus- 
tomer, know his needs and his preferences, 
have served him well. Their labor costs are 
moderate. If they lose this trade to the dis- 
tant fabricators, the results will not be 
happy. It’s easier to ship lumber than fab- 
ricated buildings, and the buildings can be 
constructed in the local yards with a mini- 
mum use of factory machinery. 

The NRLDA which has carried the ball 
for the retailer so effectively during this 
chaotic game is making powerful efforts to 
get the agricultural retailer some needed 
relief from current restriction orders. Sec- 
retary Northup states that the agricultural 
retailer ought to be allowed a six-months 
inventory; but, believing that asking this 
much might result in getting no relaxation 
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at all, Mr. Northup probably will try for 
a four-months inventory. 

It becomes even clearer, if that is possible, 
that food production will be one of the 
highly important functions of this country; 
both during and after the war. The agri- 
cultural retailer has an important part to 
play in food production. 


Labor Mobilization 


At this writing, labor mobilization is in 
an uncertain state. Public labor control, 
either by legislation or by executive orders, 
holds exceptional importance. It will have 
a direct effect upon lumber production; but 
even more important than that is the fact 
that labor management has become a key 
problem in the over-all policies of govern- 
ment control. Swift, firm handling will be 
taken to mean that general administrative 
handling of domestic problems by the gov- 
ernment is coming out of its snarls. 

Don’t expect a clear and competent han- 
dling of the lumber industry’s over-all prob- 
lems until general policies and courses be- 
come firm and clear. Much of the apparent 
fumbling of lumber in Washington can not 
and should not be charged to the Lumber 
Branch. That branch will do its stuff as 
soon as the over-all pattern is clear. You 
are justified in expecting the big govern- 
mental program to get into the clear. It'll 
not be perfect; but it will be vastly im- 
proved. Expect some sweeping changes in 
the machinery of administration; probably 
along the line of the Tolan committee’s rec- 
ommendation. 

Poll analysis indicates that a majority of 
the people favor compulsory labor mobiliza- 
tion, at least as a gun behind the door. 
Appointment of a food administrator seems 
near. It is time. Food problems are rap- 
idly becoming even more threatening than 
rubber problems were. There will be a fur- 
ther effort to manage labor distribution on 
a so-called voluntary basis; but it will be 
on the basis of agreement or else. 

There are more evidences of an under- 
standing by the government of the impor- 
tance of civilian goods distribution; but be 
prepared for definite regulations that will 
shift more supposed essentials to the non- 
essential, luxury group. Every evidence that 
the public will accept these hardships. Peo- 
ple are reaching the point of accepting regu- 
lations that are definite; have become weary 
of warnings, threats and appeals. They’re 
asking for rules that every person must 
obey; not appeals that touch only part of 
the citizens. Expect much more firmness 
on the part of officials; both in the issuance 
of regulations and in their enforcement. 


Spruce Prices 


The OPA has issued an order applying to 
Sitka spruce lumber, except aircraft grades. 
It is anticipated that a specific maximum 
price regulation, covering this lumber, will 
be issued soon. Meanwhile sales may be 
made under the General Maximum Price 
Regulation, with the agreement that when 
the new regulation comes out the price will 
be adjusted to it. Parties may agree, if 
they wish, that the adjustment is to be made 
only in the event that the specific maximum 
price regulation is higher than the figure 
set under GMPR. 
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for U. S. A. 


Certified for Quality 


The Booth-Kelly organization is 
busy on the job, producing lum- 
ber for the Nation’s needs. We're 
proud of the privilege. Proud to 
have a share in this work of war. 
Proud, too, of the quality in every 
foot of this Booth-Kelly lumber 
that goes to meet the needs of 
Uncle Sam's Army, Navy and Air 
Forces. 


Tough, strong and sturdy, this 
lumber is cut from our own old- 
growth, big-bodied timber, care- 
fully seasoned, painstakingly 
manufactured. The Booth-Kelly 
name on every piece is a pledge 
of quality in the wood and in the 
manufacture. 


We are headquarters for Trade-Marked 
.and Grade-Marked Douglas Fir Lumber. 


Bootlittell 


“LUMBER CO 
—UGENE ORE: 
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TRENDS and INFLUENCES 





Hit Small Home Building 


WPB has terminated the issuance of P-55 
and P-110 permits for privately financed re- 
modeling and new construction for war 
housing. This must be interpreted as one 
of the most drastic restrictions yet imposed 
on building by any action in Washington 
but it is rumored that the action will be 
rescinded soon. It means that private resi- 
dential construction is almost entirely cur- 
tailed, at least for the time being, and might 
indicate that building of single-family homes 
is being shelved in favor of the dormitory 
type of shelter for war workers. The lat- 
ter type, of course, require much less ma- 
terial per family. 

For months there has been talk of assign- 
ing newly arrived war workers to homes in 
the community that have unused rooms. The 
new WPB order might foreshadow putting 
this talk into operation. A WPB policy set 
forth several weeks ago by Donald Nelson 
ordered that preference in the placing of 
war contracts be given to factories in com- 
munities where labor and housing are not 
so limited. Curtailment of P-55 and P-110 
permits for privately financed construction 
may be a move to drive labor to points 
where housing is available, and to further 
decentralize industry. If the latter is the 
case, some impetus should be given to re- 
modeling on a small scale in smaller com- 
munities. 


Home Mortgage Financing 


Transactions in home mortgage financing 
during the first nine months of 1942 
amounted to $3,041,000,000, a 13% decline 
from the same period in 1941, the Federal 
Home Loan Bank Administration reported. 
The total is still above the $2,988,000,000 fig- 
ure for the first three quarters of 1940, 
although mortgage financing in recent 
months has receded below the comparable 
figures of two years ago. 

During September, mortgage recordings 
amounted to $346,000,000, a rise of 3% from 
the August total, but a sharp decrease from 
the aggregate of $425,000,000 reported for 
September, 1941. Leader in the August to 
September increase was the insurance com- 
pany group, which expanded its lending by 
11% for the month. 

The compilations are based on mortgages 
of $20,000 or less recorded throughout the 
country. 

In spite of the practical stoppage of all 
home construction in the higher priced 
brackets, the average mortgage recorded re- 
mained at about $2,900 over the past year, 
largely because of rising costs of building 
and higher real estate prices, the report 
pointed out. 


Building Cost Curve 


Costs of constructing a standard six-room 
house rose 3/10ths of one per cent in Sep- 
tember, because of a 6/10ths of one percent 
increase in labor charges and a smaller rise 
in costs of materials, the Federal Home 
Loan Bank Administration reported. 

At the end of the month, the index figure 


of cost of the house stood at 124.4, as com- 
pared with 100 for the 1935-1939 average, 
taken as the base. The index of materials 
alone for September was 121.5, in other 
words, a 21.5% increase over the base 1935 
1939 figure. Labor, however, registered 
130.2, or a 30.2% rise over the same period 

Analysis of the trend shows a sharp less 
ening in the rate of increase for 1942, as 
compared with the previous year. 

For 23 consecutive months, the cost oi 
building a standard six-room frame house 
has risen, but since last March the rise was 
much less than for the same period in 1941. 
From April to September of this year, the 
combined materials and labor cost index has 
risen 1.7%, while the jump for the same 
period a year ago was nearly 5%. Of the 
18 cities reporting currently, all except four 
show increases for September. 

The rise in wholesale prices of building 
materials for the month was one-tenth of 
one per cent, according to the U. S. Depart- 
ment of Labor, due to a higher cost of 
paint, paint materials and lumber. The 
Labor Department’s composite index is now 
23% above the 1935-1939 average. 


Insulation and Home Mechanics 

With thousands of homeowners undertak- 
ing to install their own attic insulation, in 
response to Washington appeals for a reduc- 
tion in fuel consumption, the National Min- 
eral Wool Association points out that rea- 
sonable care must be exercised by the home 
mechanic if satisfactory results are to be 
obtained. 

An important point to remember is that 
vents or louvers form a necessary safety 
valve for the natural elimination of moisture 
vapor, and should always be installed above 
insulation. They also provide ventilation to 
eliminate excessive summer heat. Louvers 
should have a minimum free opening of 25 
sq. in. per 100 sq. ft. of ceiling for each of 
two vents located at opposite ends of the 
attic, as close to the roof peak as possible. 

Another important recommendation made 
by manufacturers of mineral wool is that a 
strip of moisture-proof paper should be 
placed between the ceiling beams before 
hand-packed loose wool or batts are in- 
stalled. 

The home mechanic should be very careful, 
of course, not to step between the beams, as 
damage to the ceiling may cost him mor¢ 
for repairs than savings expected from 
doing the work himself. In houses where 
the attic is floored over, the Office of Price 
Administration recommends that a_ con 
tractor be called in. The same is true when 
insulation is to be “blown” into side walls. 

Copies of an official Government booklet, 
“How to Heat Your Home With Less Fuel 
This Winter,” are available on request to 
the National Mineral Wool Association, 
1270 Sixth Ave., New York City. 


Non-Farm Foreclosures 

The declining significance of non-farm 
mortgage foreclosures in the national econ- 
omy is emphasized by a drop of 27% in the 
number of cases during the first three quar- 
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IDAHO WHITE PINE: 
Winton Lumber Co., 
Gibbs, Idaho 
CALIFORNIA SUGAR PINE 
" PONDEROSA PINE: 
; Amador Lumber Co.. 
; Martell, California 
i] WESTERN WHITE SPRUCE: 
A | The Pas Lumber Co., Ltd,, 
oi 





The Pas, Manitoba and 
i Reserve, Sask. 
‘A PONDEROSA PINE: 
Somers Lumber Co., 
Somers, Mont. 
Craig Mountain Lumber Co., 
Winchester, Idaho 


——- 


WINTON LUMBER SALES 


FOSHAY TOWER 





- MINNEAPOLIS 





INE 


for the U.S. A 


For years and years the 
softwood forests have been 
supplying the major lumber 
requirements of America. 
Now they richly contribute 
to the war needs of 
America. Pine lumber keeps 
going to the front as fast as 
the mills can produce it. 
We're supplying Anaconda 
Ponderosa Pine for military 
uses, defense housing and 
war industries. It’s choice 
lumber, fine-textured, sound, 
straight and strong. Proper- 
ly seasoned, carefully manu- 
factured, accurately graded, 
it will make good for Uncle 
Sam in every war use. 









COPPER MINING CO 


LUMBER DEPARTMENT 


BONNER. MONTANA. 








LIGHTSEY 


End-Matchead HKloorings 


e PINE 
e OAK 
e MAPLE 
e GUM 


Whether for defense housing, war produc- 
tion plant, armory or recreation hall, Light- 
sey Brothers have the just-right flooring. 
Flooring of distinctive beauty, economical 
to install, finish and maintain. Kiln-dried 
in Moore cross-circulation kilns, manufac- 
tured with scrupulous care, meeting every 
quality specification. 


_— — += $$$ 





Members of 
Southern Pine 
Assn.. Nat. 
Hardwood 


Flooring Assn. 


j ; VICTORY 
Lumber 


Band-Sawn 
N. C. Pine 
Cypress 
Hardwoods 


Lumber for the spe- 
cial needs war. 
Every foot of it is 
up to the highest 
uality standards of 
ightsey Brothers. 


LIGHTSEY BROTHER 


MILEY, SO. CAROLINA 
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White River 
Lumber 


For the Needs of America 


White River Lumber 


Comes from Mountain Timber 


” Mey, Dy liga mages te Moats 


White River lumber is in the war. 
On land, on sea and in the air. The 
man-power and machine-power of 
this organization are on the lines of 
high-speed production, backing up 
the fighting forces of Uncle Sam. 


Dougias Fir. Hemiock : 


The lumber we're supplying has the 
same high quality that always has 
distinguished White River produc- 
tion. 


Cut from timber grown in the Cas- 
cade Mountains, thoroughly sea- 
soned, accurately manufactured, 
this lumber has QUALITY in its 
every fiber. 


co Enumclaw, Washington 
oe; [ Since 1896 ] 
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Pacific National Lumber 
on the Seven Seas 





} nesweeper in the U. S. Navy has a 
keel of Pacific National timber. And lumber 
fe nillions of feet is used in the bodies of 
hips, in shipways and docks. There's 
rontinued heavy demand for our products for 
war industries and defense housing 


MOISTURE REGISTER 


Save Both Time and Money 


DELAYS AND MISTAKES in shipping vital war orders, due ; 
to guesswork on moisture content, are allies of the enemy. : 
You can destroy them by quick, accurate moisture content 
determinations with MOISTURE REGISTER — the standard 

in moisture testing. Portable, easy to use, fast and 

positive. Smooth electrode contact — no points to injure 

surfaces or break off. Eliminate guesswork — save time 

and money with MOISTURE REGISTER. Write for complete 

details. 


MOISTURE REGISTER CO. 


5117 Kinsie Street & Los Angeles, California 





e modern mills of Pacific National Lumber 
y at full capacity and high 
producing lumber for the 
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Douglas Fir [Yate Elecir) 
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Hemlock TACOMA, WASHINGTON 
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ters of 1942, as compared with 1941. Like- 
wise, the 1941 total was 21% below the same 
period in 1940. 

From January to September, foreclos- 
ures totaled 33,064 in 1942, 45,432 in 1941 
and 57,534 in 1940. 

A more than seasonal rise brought Sep- 
tember figures to 3,360, as against 3,072 in 
August, but the total for the month was 
still 23% below September, 1941. The Au- 
gust to September rise was largely accounted 
for by the figures reported from one state. 

The non-farm foreclosure index (1935 —- 
1939 = 100) stood at 25.3% for September. 
The peak since 1926, when such reports 
were first compiled, was in 1933 when the 
foreclosure index reached 161. 


Timber Structures Save Steel 


Enough steel for 300 medium tanks is 
being saved in five Westinghouse Electric & 
Mfg. Co. war plants now being built in 
Maryland, Ohio, West Virginia, and West- 
ern Pennsylvania. The job is being done 
with some 3,600,000 feet of wood. By join- 
ing the wood beams with steel joint con- 
nectors, the joints have about three times as 
much holding power as did the connection 
20 years ago. In addition to the framework, 
wood is being use instead of metal in win- 
dow sash, drainage gutters, and similar 
applications. At one plant in West Virginia, 
a 100,000-gallon water tank for fire protec- 
tion was constructed of wood. 


War Housing Standards 


The War Production Board has set up 
housing construction standards with which 
huilders must comply if they are to receive 
preference ratings. Single family detached 
housing units are largely confined to locali- 
ties where utilities are available; and the 
same rule applies generally to all housing 
structures. The release (WPB-2074) states 
the purpose of saving metals and softwoods ; 
and so it prohibits the use of softwood 
subflooring and finished flooring and en- 
courages the use of masonry or substitute 
materials for exterior walls, and it reduces 
to a minimum the critical materials in plumb- 
ing, heating, electrical layouts and utilities 
installation. 

The order establishes maximum room 
sizes for various types of houses, limits the 
ise of plywood, states that the lowest grades 
f lumber practicable for the purpose must 
be specified and specifically excludes the 
noisture-content rules. Bevel siding is the 
mly wood siding permitted. Designs must 
he based upon the use of standard sizes. In 
irame houses the amount of lumber that may 
be used is limited according to a schedule 
ased upon the floor area. 


Repair-Price Ceilings 


The OPA has set up formulas to control 
irices of construction and maintenance serv- 
ices done under contract. It covers jobs on 
vhich contractors supply equipment, mate- 
ials and labor; but it does not apply to 
the wages of persons doing the work. A 
householder who buys the materials and 
hires the labor does not come under the reg- 
ulation. 

In general the ceilings established are 
those in effect during last March, but they 
are adjusted for increases in labor costs be- 
tween March 31 and July 1. The regula- 
tion places ceiling prices on ordinary house- 
hold service jobs by plumbers, carpenters 
and electricians. 
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Home Purchase Loans 


An increase of 5.96 per cent in home 
purchase loans in August over July brought 
the summer’s lending of savings, building 
and loan associations to help families buy 
homes to within sight of the previous sum- 
mer’s record disbursement for this purpose. 
This is shown by the United States Savings 
and Loan League’s report that $55,301,000 
was lent in August to supplement families’ 
own funds in the accomplishment of their 
home ownership ambitions. It compares 
with $55,973,000 lent in August, 1941. 

Fermon S. Cannon, Indianapolis, president 
of the League, says that these institutions’ 
dollar volume of repair and modernization 
loans was greater in August than in any 
month so far in 1942, $4,126,000, or a gain 
of 12.6 per cent over the previous month’s 
total. 

Loans for all purposes combined fell off 
some $3,000,000 to $92,563,000, an inevitable 
result of the wartime slowing down of con- 
struction loans. In August the associations 
disbursed $12,568,000 for the construction of 
permanent housing in war industry areas, 
but it was the smallest amount of lending 
to build new houses in any month since 
February, 1938, Mr. Cannon said. 

For the three summer months demand for 
money to finance home buying was at such 
a high level that the total disbursement by 
the thrift and home financing institutions 
for this purpose was $159,603,000, which was 
within five per cent of the home purchase 
loan volume in the same period of 1941. 
As compared with the summer of two years 
ago, this first wartime summer of home buy- 
ing called for loans $40,000,000 greater in 
volume. Most of the purchase loans are 
made with down payments of at least 25 
per cent and a substantial number of these 
are with a one-third down payment. Such 
purchases can be expected to continue in 
substantial volume since any restricting ef- 
fect of the new OPA regulation about evic- 
tions by purchasers after October 20, have 
a negligible effect on these bona fide sales 
evidenced by the large down payments. 


Building Savings Gains 

The savings, building and loan associations 
of the nation siphoned off $146,468,000 from 
the mounting inflationary tide of the national 
economy during this past summer, showing 
a net gain of approximately this amount in 
their savers’ and investors’ capital between 
June first and the end of August. This is 
reported by Morton Bodfish, Chicago, ex- 
ecutive vice president of the United States 
Savings and Loan League, who says that 
this net gain in money in the thrift and 
home financing institutions was half again 
as large as in the summer of 1941, when the 
previous post-depression record in net new 
money was achieved. 

Two factors entered into the marked in- 
crease, he said. New money flowed in at a 
rate ten per cent faster than last summer, 
reflecting the mounting payrolls due to war 
production and increased employment, and 
the results of intensified anti-inflation adver- 
tising campaigns by these associations. On 
the other hand withdrawals of accumulated 
savings, building and loan funds were off 
five per cent from their volume the previous 
summer, another reflection of the fact that 
more current earnings are available now for 
emergencies and living costs for the average 
citizen. 








PONDEROSA PINE 


BOX SHOOK 


PONDEROSA PINE 


Lumber, CutStock, 
Mouldings 


We specialize in industrial lum- 
ber and LADDER STOCK. Try us 


out on your next inquiry. 


Douglas Fir 
Red Cedar 
Hemlock 
Sitka Spruce 
PORT ORFORD CEDAR 


Pine Saw Mill -- Canby, Calif. 
Box Shook Factory — Alturas, Calif. 
Moulding Factory-- Klamath Falls, Ore. 


Member Western Pine Association 


"PHONE VICTOR 4143 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 
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Amendment Makes Sweeping 
Changes in Southern Pine Ceiling 


Amendment No. 5 to the revised version 
of MPR 19 concerning Southern pine lum- 
ber has made some important changes in 
that order. The amendment became effec- 
tive Nov. 5. 

All of the changes made under section 
(a) in the appendix of that order concern 
shortleaf pine, and the changes in 
tion (b) are relative to longleaf pine. In 
some cases the amendments are identical 
for both. 

In Table 2 relative to Boards and Strips, 
Air Dried, in both cases (for longleaf and 
shortleaf) the column of prices entitled 
“Standard Lengths” is revoked. 

The title of both tables 2 is changed to 
read: 


sec- 


TABLE 2—BOARDS AND STRIPS 
Air Dried, S1S, S2S, S3S, S4S, S2S and 


Matched Shipap, ECB1S or ECB2S, V Joint, 
Standard or Thinner, including }} if 
dressed from one inch stock. 


Identical supplements and amendments 
are made to the section entitled “Additions 
and Deductions per 1000 Feet Board, Meas- 
ure’ which follows Table 2 for shortleaf 
pine and Table 2 for longleaf pine. In 
the case of the former they are known as 
items lla, 1lb, llc, and lid, and in the 
ease of longleaf they are numbered 12a, 
b, ec, d. 

lla or 12a. 34, resawn, rough, take the 
price of the corresponding item of 6/4 
rough, add $1.00 for extra thickness, add 
$1.00 for resawing, and deduct 25 percent 
of the total 6/4 price so obtained. The 
result obtained by deducting the 25 per- 
cent from the “total 6/4 price” is the price 
per M for 3}, rough. Footage shall be 
computed as though the }} boards were 
inch thick. An example of how to 
apply this formula is set out below: 


FOR SHORTLEAF PINE 
First: Take the 


one 


price of the corre- 
sponding item of 6/4 +1 Common 
6/4x8, Rough, AD, Standard 
CUE cava wae de snes dau wee wane $39.00 
1.00 
1.00 
ee 41.00 
percent from “total 


Second: Add $1 for extra thickness... 
Third: Add@ $1 for resawing.......-. 


Fourth: 


Fifth: 


Total 6 
Deduct 25 
4 price” 


Result: 


Rough, 


Maximum price for 


AD, Standard Length..... $30.75 


FOR LONGLEAF PINE 

To arrive at the price of +1 Common 

x8, rough, air dried, standard lengths: 
Take the price of the corre- 
sponding item of 6/4: +1 Common 
Rough, AD, Standard 

Lengths 

Second: Add $1.00 for extra thickness 

Third: Add $1.00 for resawing...... 


Total 6 
Deduct 25 percent from “total 


Se ceo ce we eens 


Result Maximum 
Rough, AD, 


price for }33x8, 
Standard Length..... $38.25 





These computations need not be shown 
the invoice. 

11 or 12b. 34, resawn, S1S, S2S, S3S, take the 
price of the corresponding item of 6/4, 
S48, add $1.00 for extra thickness, add 
$1.00 for resawing, and deduct 25 percent 
from the total 6/4 price so obtained. Com- 
pute footage as though the boards were 
one inch thick. See example in Note 12a. 

11 or 12c. 34, resawn, S4S, take the price of 

the corresponding item of 6/4, S4S, add 
$1.00 for extra thickness, add $1.00 for 
resawing, add $1.00 for dressing after re- 
sawing, and deduct 25 percent from the 
total 6/4 price so obtained. Compute foot- 
age as though the boards were one inch 
thick. See example in Note 12a. 
11 or 12d. 5%, figure price just as you would 
for }} except that you do not add any- 
thing for extra thickness. The price will 
therefore be 75c per M less than the corre- 
sponding item of }}. Compute footage as 
though the boards were one inch thick. 
See sample in Note 12a. 

THB FOLLOWING PARAGRAPH IS 
SUBSTITUTED FOR PARAGRAPH 13 IN 
THE CASE OF SHORTLEAF PINE AND 
FOR PARAGRAPH 14 IN THE CASE OF 
LONGLEAF PINE. 


Where the buyer requires an average 
width, charge the price that would have 
been charged had the purchaser ordered 
the various widths which were shipped. 

THE SIMILARITY BETWEEN SHORT- 
LEAF PINE AMENDMENTS AND LONG- 
LEAF PINE AMENDMENTS ENDS HERE. 


on 


THE FOLLOWING AMENDMENTS RE- 
FER TO PARAGRAPHS FOLLOWING 


SHORTLEAF PINE TABLE 2 ONLY. 
now read: 
For Length: 

15. The price for “random lengths” is 
the same as the price for 12 foot lengths. 
fandom lengths must average at least 12 
feet. If they do not (within a tolerance 
of three inches) the price may not be 
higher than the ten foot price. Random 
lengths are four to 20 feet inclusive, in 
multiples of two feet, and may not con- 
ain more than the following percentages 
of short lengths: 


They 


4’ ro a 





Percent | Percent| Percent 
5 


CS eee Were. None | None 
SS eee 5 5 5 
No. 3, No.4& Dunnage, 8” & 

| Ee 5 5 


5 5 
May contain total of 
25% under 10’ 


No. 3, No. 4& Dunnage, 3” to 
6” Wiithbs. 





16. Where the buyer specifies any re- 
stricted standard length 8 to 16 feet, 10 
to 16 feet, or otherwise, charge the speci- 
fied length price for the lengths actually 
shipped. 

18. Where buyer requires an average 
length, charge the price for the specified 
length corresponding to the average 
length required. 

The following 
made on Table 3, 
section. 


changes in prices were 
in the Short Leaf Pine 


TABLE 3—DimeENsSION, AiR Driep, 81S, 52S, 833, or S48 








| 
10 12 14’ 16’ 18’ 2a 22’-24’ 
Grade | 8 length |W length) yooth length | length | length | length | length | lengths 
. | * . - + * - 7 * o 
9 2 | Se $33. 00 $34. 00 $33. 00 $33. 00 $34. 00 $34. 50 $36. 50 $37. 50 $43. 00 
. * - * . ” . * . . 
Be SS BB 6 cconces. BB. 29. 00 B. 0 2B. 00 29. 00 29. 50 31. 30 32. 50 38. 00 
. | + * . . + . * . o 
2. nee | 21.00 22. 00 21.00 21. 00 22. 00 22. 0 AA. 50 25. 50 27. #0 
+ } . * 7 * > co * 7 + 
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Following are revisions made in 
notes which accompany Table 3. 

For Working: 

2. Shiplap, Center Matched, Dressed and 
Matched or Grooved or any other dress- 
ing, add $1.00. 

For Grade: 

lla. The additions permitted by items 6, 
7, 8, 9, 10 and 11, may only be made when 
each piece has been grade-marked. 

12. Sound and Square Edge, same price 
as the No. 2 common price. 

For Length: 

18. Where the buyer requires an aver 
age length, charge the price for the speci- 
fied length corresponding to the averag: 
length required. 

21. For lengths longer than 24 feet, add 
to 24’ price as follows (for all grades): 


the 

















2x 10 and | 2x 1l and 
Length smaller larger 

I ss cartel ccs hierdie ip eeperaionond $1. 00 $1.00 
SE ees 2. 00 2. 00 
——_ SEP a eae: 3.00 5. 00 
es se lin obnak lenses sensei 5.00 7.0 
— Ee a 7.00 9. 00 
Ce = acouiuemes 9. 00 12. 00 
eee eee 12.00 15. 00 
i aie iaaakacssiedwctaaamaamunte 15. 00 20. 00 

21a. On random length shipments, one 


of the. two following procedures must b¢ 
used: If a flat price is quoted, the average 
length to be shipped must be specified and 
the price shall be that of the average 
length specified and shipped. If a flat 
price is not quoted, the specified length 
price for each length shipped may be 
charged for the quantity of that length 
shipped. 
TABLE 
For Condition: 
6a. Green, deduct $2.00 0n 2” and thinner, 
and $4.00 on thicknesses greater than 2”, 

(See corrected Table 17 on page 40.) 

Additions and Deductions per 1,000 feet 
board measure (to Table 17): 

For Working: 

1. S18, S28, 838, 
G, add $2. 

2. Grooved 2 
prices). 

3. Beveling and/or outgauging for two 
edges on one face, add $4.00; for four 
edges, or one face and one edge, add $8.00 
(to dressed prices in each case). 

For grade, add to No. 1 Common prices 
unless otherwise specified: 


16—CAR MATERIAL 


$48, Shiplap or T and 


edges, add $3 (to dressed 


























3x ll 
3x3to|3x9to 
and 
8x8 | 10x10 larger 
4. Square Edge and Sound._| $1.00| $1.00 $2. 00 
5. Medium Grain (add to 
No. lor No.2Common)| 3.00 3.00 3.00 
6. Dense (add to No. 1 or 
No. 2 Common)...-....| 5.00 6.00 7.00 
7. Dense Square Edge and 
EERIE EE 6.00 7.00 9. 00 
8. Dense No. 1 Structural...| 7.00 8.00 10. 00 
9. Dense Structural, Square 
Edge and Sound.-.-.....- 9.00} 10.00 12.00 
10. Dense Structural. ...-...- 11.00 | 12.00 14. 00 
1l. Dense Select Structural..} 13.00] 14.00 16. 00 
12. 85% Heart Facial Area ti 
(add to grade specified).| 10.00] 12.00 15. 00 
13. 90% Heart Facial Area 
(add to grade specified).| 13.00} 15.00 18. 00 
14. 88% Heart Cubical Con- 
tent (add to grade spec- 
PE wie nataasnceewvaid £,00 10. 00 12. 00 
For Lengths: 
15. Over 20’, add to 20’ prices (all grades): 
3x 3 to 3x ll and 
10x 10 larger 
22’ $5. 00 $5, 00 
26’ 6. 00 6. 00 
28’ 7. 00 7, 00 
30’ 8. 00 10. 0 
32’ 10. CO 12. 00 
34’ 12. 00 14. 00 
30’ 14. 00 17. 01 
33’ 17. 00 20. 00 
40’ 20. 00 25. 














(Continued on 








the 


and 
SS- 


S 6, 
hen 


rice 


yer 
eci 
age 


add 


1. 00 
2. 00 
5. 00 
7.0 
9. 00 
2. 00 
5. 00 
1). OU 


one 
+ be 
‘age 
and 
‘age 
flat 
eth 

be 
eth 


ner, 
= 
feet 


and 
ssed 
two 
four 


8.00 


‘ices 





x ll 
ind 
rger 





$2. 00 
3. 00 
7.00 


9.00 
10. 00 


12.00 
14. 00 
16. 00 


15. 00 
18. 00 


12. 00 


and 
er 


$5, 00 
6. 00 
7. O 

10. 0 

12. 0 

14. 00) 
17.0 

20. 00 

25. Ot 
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SOUTHERN’S FORESTS 














SUPPLYING LUMBER 
FOR WAR TODAY... 






GROWING TREES FOR 
PEACE TOMORROW. 


SOUTHERN LUMBER COMPANY 











? A 


Manufacturers of Arkansas Soft Pine and 
Southern Hardwood Lumber and Flooring 












STANLEY HARDWARE 


For Rolling or Sliding Doors LOWER 


GLAZING 
COSTS 


by using 
Special Q. D. 
PRIMELESS PUTTY 





This is the original, un- 
matched primeless putty. 
No priming of sash is neces- 
sary before glazing .. . it 
assures better adhesion. 
flexibility and elastic quali- 
ties. It works easier and faster . . . It saves time and reduces 
your glazing cost. Only the finest quality materials are used 
and each step of manufacture is under close Laboratory Con- 
trol by expert chemists to provide the same consistency and 
high quality in every batch. Write today for a FREE sample. 
information and Putty Selector guide. No obligation. | 




















3 Sizes meet all needs 
for Doors up to 1000 Pounds 


Only three sizes, X, Y, and W, of 
Stanley No. 2641 Track and No. 
2650 Hangers, handle all common 
sliding doors weighing up to 350, 
700 and 1000 pounds, respectively. 
X track is 16 gauge, Y is 14 gauge 
and W is 13 gauge. 


Stanley Hangers have accurate 
two-way adjusting nut and ball 
bearing swivels. Stanley ‘‘Hold- 
Fast’ Track Clamps hold sections of 
track rigid and perfectly aligned. 
Send for catalog describing the 
complete line of Stanley Hardware. 


THE STANLEY WORKS...NEW BRITAIN, CONN. 





[ISTANLEY] 





TRADE MARK 


HARDWARE FOR 


CAREFREE 


dDOORS 


may) 1 >) >) cm 


AMERICA’S LARGEST EXCLUSIVE 


612 S. MAIN ST., ST. LOUIS, MO. 
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TABLE 17—TIMBERS, GREEN, ROUGH 






































No. 1 common No. 2common 
Sizes Specified | Specified | Specified | Specified | Specified | Specified 
lengths lengths lengths lengths engths lengths 
8’ to 16’ | 18’ and 20’| 8’ to 20’ 8’ to 16’ | 18’ and 20’| 8’ to 20’ 
LS , nae eae ee $32. 00 | ee $33. 00 
ee 5S ee nee erre re 32. 00 _ |) ee 33. 00 
Be Fe i ivanceudececesessevessnneeued 32. 00 ae 33. 00 
a eras: 30. 00 WE Esawcncavancd 31. OU 
ok ea ee ene 34. 00 ee 34. 00 
OO Io den conccsctaccdiendesacsatiasunianebedinsbascasnmedl 7) eee, eee 
NE Bi onc dvontkcscccswaseeeeendioiancnocaeehipepebedaeaan | | Seer eee 
EE 0 Bic. ceattcankvtescactoceeccedvenssnceceenleenenaus cous Sa See 
74). 2). eee, See ee Seer | a 
ES) eee: Kee Seca ees ee 
RE Wh Bile ccitincciwes dineemaenubedesnsodeesebonesseeeeue |) eae 
EN ae eae Seeeeer eee enereeenenyunes | ae eee 
Oe Lk See. ee eee |) aaa ee 
lt) a a See | es Sie 
ON OO ae ee a. Ser ) |) ae eee 
Of . ) a a a Citi Ratna eines | a ee 
i StS TPB DD. 6 cccnncecs Pare TREE Tee | See SER Sane 
16. For lengths over 40’, add $5.00 per ner, and $4.00 on thicknesses greater than 
lineal foot. 9” 
17. Odd or fractional lengths over 8’, TABLE 15—TIMBERS, GREEN, ROUGH 
shall be counted and priced as next long- For Size: 
est even length. . . 
21. Fractional thickness, add $3.0€C to 


18. For 
nearest 
of $2.00 


lengths shorter than 8’, use 
multiple length price plus a total 
for cross-cutting. 

19. Where the buyer specifies an average 


length, charge the specified length price 
for lengths shipped. 

20. Where required by the buyer, for 
precision cutting to a specified exact 


length, where a tolerance of not more than 
1%” is allowed, add $1.50. No addition is 
permitted for customary double end trim- 
ming. 


For Condition: 


21. Anti-stain treatment (any form) 3x3 
to 10x10, or 12x14 and wider, add $1.00; 
3x11 and larger, add $2.00. 

22. Kiln dried, 20% moisture, 40” cubic 
content and smaller, add $5.00; over 40” 
cubic content, add $8.00 (cubie content is 
figured by multiplying width by thick- 
ness). 

23. Air dried, 23% moisture, add $4.00 
for all sizes. 

24. Kiln dried 2” Timbers, up to 12”, 
Square Edge and Sound and grades above, 
add $3.00. For 2x14” and 2x16”, No. 1 
Common and grades above, add $6.00. 

For Size: 

25. In No. 1 Common and grades above, 
for each 2” above 20x20, add $12.00 to the 


20x20 price. 

26. Fractional thickness, add 
nearest listed thicker thickness. 
footage on actual thickness. 
Fractional widths, add $3.00 to near- 
est listed wider width and compute foot- 
age on actual width. 

28. For 2” 
Sound and 


$3.00 to 
Compute 


27. 


Timbers, Square 
grades above, when grade- 
marked, add $2.00 to the comparable 3” 
price, except for 2x14 and 2x16, No. 1 
Common and grades above, add $3.00. 


29. 


Edge and 


Where the buyer specifies an average 
size, charge the price for the average size 
required. 

30. Where the buyer specifies a cubic 
average, the price shall be that of the 
length in 12x12 required to equal the spec- 
fied cubic average. 

THE FOLLOWING ARE ADDITIONS OR 
AMENDMENTS TO THE NOTES FOL- 
LOWING THE TABLES IN SECTION (b) 
OF MPR 19 CONCERNING LONGLEAF 
PINE ONLY. 

TABLE 3—DIMENSION, AIR 
S2S, S3S or 84S 

For Working: 
2. Shiplap, Center Matched, 


DRIED, S1S, 


Dressed and 


Matched or Grooved, or any other dress- 
ing, add $1.00. 
TABLE 14—CAR MATERIAL 


For Condition: 
6a. Green, deduct $2.00 on 2” and thin- 


price of the nearest greater listed thick- 
ness; compute footage on actual size. 

22. Odd or fractional widths, use price 
of nearest listed wider width, and compute 


fotage on actual width. 

For Length: 

35a. Where required by the buyer, for 
precision cutting to any specified exact 


length with a tolerance of not more than 
¥%,”, add $1.50. No addition is permitted 
for customary double-end trimming. 


CHANGES IN WEIGHT ESTIMATES 

















Heavy joists, timbers, ete. (over two 
inches thick). 
Shortleaf| Longleaf 
(pounds) } (pounds) 
Dry, 3x 3 to 4x 4, deduct from 
corresponding green weight_._._. 800 800 
Dry, 4x 5and larger, deduct from 
corresponding green weight-_...-- 500 500 
Producers of longleaf yellow pine in 


whose lumber is 
heavier than the weights 
MPR 19, and who during the first eight 
months of 1941 used estimated weights 
higher than these weights may apply for 
an adjustment in weight computation to 
the OPA in Washington, D. C. (Lumber 
Branch), submitting the 1941 weights. 


Florida consistantly 


permitted in 


Spruce Price Modification 


A modification of the general maximum 
price regulation as it affects Sitka spruce 
lumber other than aircraft lumber has been 
recently issued by the OPA. It provides 
that on and after Oct. 29 any Sitka spruce 
lumber other than aircraft lumber may l« 
sold and delivered for direct-mill shipment 
at a price not higher than that fixed by 
the General Maximum Price Law, but which 
is agreed by the parties to be adjustable 
to the maximum price later to be set in a 
specific maximum price regulation covering 
this kind of lumber. The parties may also 
agree that the adjustment shall only appl) 
if the maximum price later set is higher 
than the contract price and not if it is lower. 

Aircraft lumber is defined as any Sitka 
spruce lumber, the price of which is estab- 
lished by MPR 109 devoted to Aircraft 
Spruce. 
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The Crosby mills are 100% on war 
work. Same -quality as always. Same 
high grade manufacture. We're keeping 
up our standards so that our organization 
will be in top form to supply our regu- 
lar customers as soon as Government 
war needs will permit. 


CROSBY LUMBER & MFG. CO. 


Crosby, Mississippi 


CAMINO Quality 


Sugar Pine and Ponderosa 








For 





Here at the Michigan-California mills we still are turning out 
the lumber that goes to war on land and sea. Victory lumber 
—choice Camino Quality Sugar Pine and Ponderosa Pine, cut 
from the famous timber that grows in El Dorado County, Cali- 
fornia. Lumber that meets all quality specifications for ithe 
most exacting uses, it is making good with Uncle Sam as it 
has made good with particular dealers and builders for ihe 
past 36 years. 


ah 


Member of the Western Pine Assn. 


¥ Michigan - California 
Lumber Company 


oy V ii Lopmer Vale tia ir. 

















ARKANSAS 
SHORTLZAF 





PINE 


Even though we are now operating at full ca- 


pacity on urgent Government war orders for 
our boys in the Service, we want to take this 
means to let you—our regular customers— 
know that you are much in our thoughts and 
we don't want you to forget us. Only the dire 
necessity of war is keeping us from serving 
you. Weare anxious to retain your friendship 


and good will. 


Buy War Bonds and Stamps 


LUMBER CO. 


PRESCOTT 
ARKANSAS * 
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Pine Lumber 
for Uncle Sam 


America on the offensive . . . Lumber 
mills in the thick of the battle of pro- 
duction . . . Backing up the fighting 
forces... Supplying vital military and 
val equipment . . . Speeding the 


VICTORY. 


The modern plants of Southwest Lum- 
ber Mills Incorporated are producing 
umber at war-time speed for war- 
time needs. 


yo 


Our timber supply and our manufac- 
turing equipment are dedicated to 
our Country's service. A timberland 
of almost unlimited yield. Mills mod- 
ernly equipped for fast precision 
manufacturing, with a yearly cutting 
capacity of a hundred million feet 


of Ponderosa Pine. 


ur war assignment is 

ay. America is fight- 

ng for survival. If we all do our part, 
undefeatable. 


Southwest 


Lumber Miils, Inc. 


McNary, Arizona 


Mills at McNary and 
g Flagstaff, Arizona 


” 
~ 
job to 





“ 


oc 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.~c'g'incnanv. Representatives 
CHICAGO ~ 9-4. WEIDLER 520 N. Michigan Ave. 


Manager Phone, Superior 9004 
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- « - ASSOCIATIONS & CLUBS 





New England Lumbermen 

A war emergency meeting of the New 
England Lumbermen’s Association held Oct. 
29 at Manchester, N. H., was attended by 
well over a hundred members and guests, 
and both morning and afternoon sessions 
were presided over by President Valentine 
D. Mathes of Dover. The membership is 
composed chiefly of manufacturers of native 
lumber in New Hampshire and Massachu- 
setts, whose forest lands were devastated by 
the hurricane of September 1938. 

The morning session was devoted to a 
discussion of OPA price regulation No. 219, 
under which lumber producers have been 
operating since Sept. 19. Some felt that 
the differential of $10 between mill run and 
the box grade of round edge pine was out 
of line with the utilitarian value of the two 
items, mill run being priced at $25 f.o.b. 
the mill yard, while the box grade was listed 
at $15. Some felt that these ceiling prices 


“were acceptable to the operators provided 


Washington would apply the brakes to 
mounting wages, and divert sufficient man 
power to the logging and mill crews to: en- 
able the plants to produce in volume ap- 
proximating mill capacity. 

Brig. Gen. Charles F. Bowen, State di- 
rector of selective service, ventured the per- 
sonal opinion that the present move to re- 
classify men with dependents and hold them 
for service on the poultry, livestock and 
dairy farms would shortly be extended to 
apply to the lumbering industry in view of 
its apparent shortage of man power and 
the vital part the industry is playing in the 
war program. He urged that lumber oper- 
ators carefully check their workers and file 
with the selective service office the names 
of those most essential in maintaining maxi- 
mum production. He stated that the short- 
age of labor for recruiting sawmill crews 
was so great that women are being pressed 
into service at one New Hampshire mill 
operated by Forest Service. This proves 
to be one of the three mills now being op- 
érated by Northeastern Timber Salvage Ad- 
ministration in the Concord area. The salv- 
age officials plan to complete the sawing 
of all hurricane logs held in New England 
ponds by July 1943. 

Other speakers at the afternoon luncheon 
session included C. J. Bergh of Washing- 
ton, representing the lumber production 
branch of WPB; Frank R. Hall and Roger 
Woodman from the regional office of WPB 
at Boston, and Harold L. Barnard of the 
Office of Defense Transportation. Mr. 
Bergh declared that the lumber industry 
had lost fully 100,000 men to the draft, and 
countless thousands to the high wage allure- 
ments of other war industries. Some prog- 
ress was being made toward stabilizing the 
supply of labor through the manpower com- 
mission. 

At forum discussions at the morning ses- 
sion, led by President Mathes, ceiling prices 
for native pine as established by OPA Reg- 
ulation No. 219 were thoroughly discussed 
and appraised as to the effect upon produc- 
tion in view of the inability of operators to 
hold woods and mill crews together at wage 


levels that would encourage production and 
sales at permitted maximum prices. Mr. 
Bergh of the Washington office pointed out 
that WPB called for a production in New 
england in 1943 of 1,229,000,000 feet, which 
is three times greater than the 1940 output. 


Building Materials Exhibitors 


Building Material Exhibitors’ Association 
of Minneapolis, Minn., held a special meet- 
ing in Chicago on Oct. 22 to rediscuss and 
reaffirm the resolutions passed at its Sep- 
tember meeting. The members in attend- 
ance at this special meeting unanimously 
passed resolutions recommending that be- 
cause of the wartime emergency ex- 
hibits shall be discontinued until this emer- 
gency is past. A suggested and recommended 
program for 1943 retail lumber conventions 
has been sent to all lumber association 
secretaries. 


Southern Forest Farmers 


A proposal to hold the annual Southern 
Forestry Conference this year in groups 
rather than in one meeting to cover the en- 
tire South will be presented this week to 
directors of the Forest Farmers Associa- 
tion Cooperative for their consideration. 
This announcement was made by S. J. Hall, 
Jacksonville, vice president of the associa- 
tion. Mr. Hall is acting as president in the 
absence of W. M. Oettmeier, president, who 
is on active duty as a captain in the Army 
Air Forces. The Southern Forestry Con- 
ference is the annual membership meeting 
of the association. 

If the plan of State conferences is adopted, 
one-day gatherings will be held in eight 
states starting in late November or early 
December. States in which meetings will be 
scheduled are Texas, Louisiana, Mississippi, 
Alabama, Georgia, Florida, South Carolina, 
and North Carolina. 

Purpose of these conferences will be to 
survey forestry needs and progress in the 
several States, and to formulate proposals 
to assure further progress. Directors of 
the association from each State are to be 
chosen by members. 


West Side Hardwood Club 


Donald Drake, Wheeler Lumber Co., Pine 
Bluff, Ark., was elected president of the 
West Side Hardwood Club at its eighteenth 
annual meeting in Pine Bluff on Oct. 15. 
J. E. Townsend of Stuttgart was chosen 
vice president. P. E. Nichols, Pine Bluff, 
was re-elected treasurer, and O. S. Robin- 
son, Camden, will continue as secretary. A 
squirrel dinner was served at noon. 


North Central Hardwood 


North Central Hardwood Association was 
reorganized at a meeting of hardwood lum- 
ber producers from Indiana, Ohio, and parts 
of Illinois, and Kentucky, in Indianapolis, 
Oct. 19. The association had been inactive 
since 1935, and has been revived to keep 
lumber dealers informed regarding wartime 
legislation affecting the industry. J. K. 
3urns of Gosport, Ind., was elected presi- 
dent; William F. Franket, Louisville, Ky., 
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YOSEMITE 


The Pine of a Thousand Yser 
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ee 5 Yosemite Sugar Pine Lumber Co. 


acnmrearci rasp 


"ames General Office, Mills and Yard: Merced Falls, California 


D. M. WARNOCK 
95 River St., Hoboken, N. J. 
New York Phone— 
Rector 2-0432 
New Jersey Phone— 
Hoboken 3-3011 


LOS ANGELES OFFICE: 
ARLO D. SQUIRES, 
Commercial Exchange 
Bidg., Los Angeles, 
California 
Phone—Michigan 9381 











Look at these Soxhlet Extractors 


In them, keen, penetrating solvents and heat remove 
resin and water from samples of the Western Pines... 
experiments to improve the manufacturing procedures 
of these fine woods. 








In these wartime days, as in the days of peace, the Western 
Pine Association Research Laboratory is constantly experiment- 
ing to determine new values, new uses, and to improve 
manufacturing procedures for the Western Pines. 


WESTERN PINE ASSOCIATION, Yeon Building, Portiand, Ore. 


*Idaho White Pine “Ponderosa Pine *Sugar Pine 





*THESE ARE THE WESTERN PINES 














OWER Appalachian 


Hard- 
woods 


Spruce 


* 
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be 

B 
Air-dried 
Hardwoods at 
Cass, W. Va. 
mill of The 
Mower Lum- 
ber Co. 


The 5 modern mills of Mower Lumber Company, producing 
lumber for the war needs of U. S. A., supply practically 
everything in Appalachian Hardwoods—Birch, Beech, Oak, 
Maple, Ash, Basswood, Cherry, Yellow Poplar, Walnut, But- 
ternut, also W. Va. Spruce. Latest and best kiln-drying 
equipment. Sawing 50 to 60 million feet per year. 


Flooring. Mouldings, Trim in Oak, Maple. Birch. Beech. Poplar Bevel 
Siding. Rough and Dressed Hardwoods, air-dried. kiln-dri 


The Mower Lumber Company 


Charleston, West Virginia 


Mills at: oo: Marmet, Cass, Colcord & Pettus. West Va. 
ry Kilns, Planing Mills. Flooring Plants 





Moulding Factory 





M MILLS AT 
ee of QUINCY, CALIFORNIA 
Western Pine Ass'n 


California Sierras 
High Elevation Quality Timber 


Selects 
Shop Lumber 
Pattern Lumber 
Mouldings 


Common Boards 


CALIFORNIA 
ree om Sugar Pine =“ Ponderosa 
Quincy Lumber Company, Inc. 


Quincy, California 


SALES OFFICE 
QUINCY, CALIFORNIA 
SLOAT, CALIFORNIA ©. C. MORRIS, SALES MGR. 








DEMAND THIS STICKER 


ON THE SASH YOU BUY 





f asile i. arenas 





Your Assurance 
of a Better Window 








The ARMSTRONG Company 


DETROIT 


DALLAS CHICAGO 






Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 


SUPER- 
QUALITY 
SAWS 
Favorites for over 53 
years. Today, write for 
catalog of complete 

Huther line. 


Huther Bros. Saw Mfg.Co. 


Rochester, N. Y. 








[seu FARM JOBS Now! 


Right Out of This Big 


FARM BOOK 








Help Uncle Sam 
and help yourself! 
It's easy to sell 
farm granaries and 
all other farm 
buildings to pros- 
pering farmers. 
Dierks’ big 68-page 
boo "Modern 
Farm Buildings," 
contains 41 plans, 
ready to sell! Send 
coupon for your 
sample copy today. 


DIERKS 4 


LUMBER & COAL CO. 
DIERKS BUILDING, KANSAS CITY, MO. 
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was chosen first vice president, and R. E. 
Hollowell, Indianapolis, second vice presi- 
dent; C. Fred Klee, Indianapolis, was elected 
secretary. 

Principal speakers at the meeting were 
C. K. McDowell of Washington, D. C., 
deputy coordinator of lumber in the Navy 
department; Chris Walker of Washington, 
administrator of conservation order M-209, 
WPB, and Horace Nordyke of Indianapolis, 
of the plywood and veneer section of WPB. 

About 250 lumber producers attended. 


Northwestern Hardwood 
Lumbermen 

The Northwestern Hardwood Lumber- 
men’s Association will hold its fifty-fourth 
annual meeting on Wednesday, Dec. 2, at 
the Radisson Hotel, Minneapolis, Minn. The 
business meeting will begin at 4:30, when 
President L. S. Clark, secretary of the Twin 
City Hardwood Lumber Co., St. Paul, will 
deliver his annual address and the various 
committee chairmen will give their reports. 
A buffet luncheon will be served after the 
business meeting and then bridge for mem- 
bers and guests. 

Secretary A. F. Wellsley says: “We will 
have no speakers at this annual, making it 
a sort of get-together affair for members 
and friends and customers, where old times 
are gone over pro and con.” 


Producers’ Council 

The semi-annual meeting of the Pro- 
ducers’ Council will be held on the 17th floor 
of the William Penn Hotel, Pitthurgh, Pa., 
on Nov. 17-18. Current problems confront- 
ing manufacturers of building materials and 
equipment will receive major consideration, 
and post-war planning will get under way. 
The Council looks upon its annual and 
semi-annual meetings as open meetings for 
the entire building products producing in- 
dustry—non-members as well as members— 
and a general invitation is extended to 
manufacturers of building materials and 
equipment, to all trade assosications in the 
construction industry, to the trade press, 
and others. 


Sacramento Hoo-Hoo 

LeRoy J. Miller, Burnett & Sons, Sacra- 
mento, Calif., was elected president of the 
Sacramento Hoo-Hoo Club at a recent din- 
ner meeting. Other officers elected include: 
Homer M. Derr, J. M. Derr Lumber Co., 
Elk Grove, vice-president, and Russell E. 
Tracy, Tracy Lumber Co., Sacramento, sec- 
retary-treasurer. 


Chicago Hoo-Hoo 

Hoo-Hoo as a going concern in Chicago 
has reached the stage of holding regular 
weekly luncheon meetings on Wednesday. 
Place, Board of Trade Grill, basement of the 
Board of Trade Building. Time, about 
12:15. The meetings are entirely informal, 
without officers, without program. Attend- 
ance is obtained by word of mouth invita- 
tions issued to any lumberman in the area, 
regardless of whether or not he has Hoo- 
Hoo affiliation or interest. There is no 
immediate intention of effecting a formal or- 
ganization or applying for a charter to oper- 
ate as a Hoo-Hoo club. If and when interest 
in the luncheons grows to a point where 
formal organization is advisable, such or- 
ganization will take place. Last week Larry 
Keith, NLMA and Teco engineer in Chicago, 
related some interesting things about heavy 
timber structures in the war, fireproof quali- 
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ties of wood, and Teco Connectors. A dozen 
lumbermen listened, and plied Mr. Keith 
with an hour’s worth of questions. 


Northeast Missouri 

Charles H. Kemper of Troy, Mo., was 
elected president of the Northeast Missouri 
Lumbermen’s Association at the organiza- 
tion’s annual meeting in Moberly, Mo., on 
Nov. 5. He was secretary-treasurer th: 
last two years. Rufus Angle of Louisiana, 
was re-elected vice president, and M. W 
Hetrick of Columbia, was named secretar 
treasurer. 


Southwest Missouri 

Southwest Missouri Lumbermen’s Associa 
tion held its sixteenth annual convention in 
Springfield, Mo., Oct. 14, with approximately 
150 attending. The principal address was 
made by Hy Guhleman, Jefferson City, Mo. 
An open forum discussion concerning lum- 
bermen’s problems today was conducted by 
Frank Jones, Carthage. Grant  Selsor, 
Springfield, retiring president, presided. 

Warren Ryder, Joplin, was elected presi- 
dent; R. P. Deepwater, Springfield, vice 
president, and Paul Walters, Lamar, secre- 
tary. 


Coming Conventions 

Nov. 16-21—National Lumber Manufac- 
turers’ Association, American Forest 
Products Industries, and Timber Engi- 
neering Co., Blackstone Hotel, Chicago, 

Nov. 20—Retail Lumber Dealers’ Associa- 


tion of Maine, Elmwood Hotel, Water- 
ville, Maine. Annual. 

Dec. 2—Northwestern Hardwood Lumber- 
men’s Association, Radisson Hotel, Min- 
neapolis, Minn. 54th annual. 

Dec. 5— Massachusetts Retail Lumber 
Dealers’ Association, Copley-Plaza Ho- 


tel, Boston, Mass. Annual. 

Dec. 16—Quebec Province Wholesale Lum- 
ber Association, Queen’s Hotel, Mont- 
real, P. Q., Canada. Annual. 

Jan. 12-13 or 13-14—Carolina Lumber & 
Building Supply Association, Greens- 
bore, NW. C. 

Jan. 13—New England Wholesale Lumber 
Association, University Club, Boston, 
Mass. Annual. 

Jan. 19-20—Kentucky Retail Lumber 
Dealers Association, Brown Hotel, 
Louisville, Ky. Dealers war conference. 

Jan. 19-20—Northwestern Lumbermen’s 


Association, Radisson Hotel, Minne- 
apolis, Minn. Lumbermen’s war con- 
ference. 

Jan. 21-22-23—Pacific Logging Congress, 


Multnomah Hotel, Portland, Ore. An- 
nual. 

Jan. 27-28—Ohio Association of Retail 
Lumber Dealers, Columbus, Ohio. Vic- 


tory merchandising conference. 

Feb. 2-3—Michigan Retail Lumber Deal- 
ers’ Association, Pantlind Hotel, Grand 
Rapids, Mich. War conference. 

Feb. 3-4—Southwestern Lumbermen’s As- 
sociation, Municipal Auditorium, Kan- 
sas City, Mo. War conference. 

Feb. 4-5—Iowa Retail Lumbermen’s Asso- 
ciation, Fort Des Moines Hotel, Des 
Moines, Iowa. Annual Victory Merchan- 
dising Clinic. 

Feb. 9-10—Illinois 
Dealers 


& Material 
Association, Sherman Hotel, 
Chicago. Lumber war conference. 
Feb. 16-17— Wisconsin Retail Lumber- 
men’s Association, Milwaukee Audito- 
rium, Milwaukee, Wis. Annual. 
Feb. 18-19-20—Ontario Retail 
Dealers Association, Inc., Royal 
Hotel, Toronto, Canada. Annual. 
Feb. 25 ya Retail Lum- 
ber Dealers Association, Council Bluffs, 

Iowa. Annual. 

Feb. 25—Virginia Building 
sociation, John Marshall 
mond, Va. War conference. } 

Feb. 25-26—Nebraska Lumber Merchanis 
Association, Omaha, Neb. War confer- 
ence. ; 

April 12-13-14—Lumbermen’s Association 
of Texas, San Antonio, Tex. 
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BIG CALIBER LOGS 


—such as these 5 from one Urania Southern Pine 
tree — are some of the heavy artillery our company 
is taking from Urania forests to saw into lumber to 
send to the cantonment and barracks fronts to help 


Uncle Sam win the war. 


And we’re growing new trees to replace those we 
take out so that our regular customers may be assured 
of a post-war supply of Urania quality Southern Pine 


and Hardwoods. 


Members S. P. A., S. P. I. B., 
Southern Hardwood Producers 


The Urania Lumber Co. Ltd. 
Urania, Louisiana 


Lumber Manufacturers and Tree Farmers 


j C.D. 


LUMBER CORPORATION 


Head Sales Office, Portland, Ore. 
Manufacturing Plants, Toledo, Ore. 


It’s Our Job, With Saws and Axes 
To Help Whip the Pants Off the Axis! 


Our government has given us a job to do... 
that of supplying every foot of lumber our huge 
Toledo mill is capable of producing. Every fa- 
cility at our command is being utilized to keep 
our output of quality lumber up to the highest 
possible peak . . . for VICTORY! 


CAPACITY 
2 CARLOADS . 

“/ The Trade Mark of 

PER HOUR QUALITY LUMBER 








FOR VicTORY: Buy U. S. War Bonds 


FOR INCREASED PROFITS: Buy DREADNAUGHT 
Floor Sanders, Edgers, Belt Sanders .. . 


WHILE THEY’RE STILL AVAILABLE! 

























Though we are now 100% 
engaged in war production 
work, manufacturing parts 
for airplanes, tanks, guns 
and other essential war 
weapons, we still can make 
prompt deliveries of a lim- 
ited number of new and 
factory-rebuilt DREAD- 
NAUGHT Floor Sanders, 
Edgers and Belt Sanders. 
When our present inven- 
tory is exhausted we will 
be unable to supply any 
further machines until 
after the war. 
Insure your- 
self increased 
profits by 
putting one 
or more ol 
these ma- 
chines to 
work for you. 
Write, AT 
ONCE, for de- 
tails and 
prices. 


DREADNAUGHT 
V-8 Floor Sander 
and V Speed 
Edger 
one of a com- 
plete line of 
Floor Sanders, 
Edgers and 
Belt Sanders. 











“CLARKE SANDING MACHINE COE g 


DEPT. A-L MUSKEGON, MICH. B=? 





JOBS ARE WHERE 
YOU SEEK ‘EM 


Twenty-five million homes in the United 
States offer the lumber dealer a big mar- 
ket for... 


Over- Roofing 
with 





FREE BLUEPRINTS -- Address: 


RED CEDAR SHINGLE BUREAU 


Seattle, Wash., U. S. A. or Vancouver, B. C. for 
Over-Roofing blueprint. 
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. PACIFIC 
COAST 
LUMBER 
PRODUCTS 


» Yard Stocks, Long Joists, Long Dimen- 

sion, Plank, Timbers, Ties. MIXED 
“| CARS. Dependable values. Your 
orders will receive prompt, careful at- 
tention. Write us about your needs. 


THE GRISWOLD LUMBER CO. 
PORTLAND, ORE. 


FAILING BLDG. 





RAINELLE, W. VA. 


All 
West Vigna 


STEPPING & RISERS FLOORING--Red and TRIM& MOULDINGS Solid or Edge-Glued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING --Poplar Birch and Beech Poplar, Oak. Basswood Oak and Poplar 


“Cream of the 
Appalachians” 





Unbiased Reports for Insurance, Financial and Tax Purposes 


INDUSTRIAL APPRAISAL COMPANY 


Authentic Valuations 


Dermon Building 


c. V. EASTERWOOD MEMPHIS, TENNESSEE 











American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 





Best and cheapest helper for load- 
ing and unloading lumber. Often 
pays for itself in one lumber ship- 
ment. Adjustable to fit openings 
5 to 6 ft. wide: double extension 
roller for door 5 to 8 ft. wide. 











Can be furnished with wood or steel 
beam. ‘American’ Logging Tools and 
Appliances best on the market. Write 
for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


Mr. Industrial eaens Set 5 us sup- 
4 ply you with Dense Long Leaf for 
Laundry Machinery, Tank, Planing 
Mill uses. Timbers, Dimension, 


Moore Cross-Circulation Kilns, Ex- 


cellent drying facilities under sheds, 
Let us quote. Write us today. 











FOLLOW THE Curve of Confidence 
This graph shows the increase in number of 
“L-M-C” policyholders since organization. For 
savings and security, specify Lumbermens for 
Automobile and general casualty insurance. 


Lumbermeys & 





MUTUAL CASUALTY COMPAN 
Home Office —Chicago, U. S. A. 
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IXL MAPLE FLOORING 


The World’s Standard since 1888 





WISCONSIN LAND & LUMBER CO. 
HERMANSVILLE, MICHIGAN 











A GOOD STARTING 
POINT 


Standing timber bought right 
is a good beginning for any 
lumber operation. Over a long 
term of years many successful 
lumber manufacturers have 
called on us to help them 
establish timber values. And 
today if we can be helpful to 
you, we are at your service. 


H. M. SPAIN & COMPANY 


Timber Estimates & Appraisals 
Commerce Title Building 
Memphis, Tennessee 





Pope & Talbot, Inc. 


Lumber 
Lumber 


Ties Poles Piling 


Douglas Fir 


Treated and Untreated 





Portland, Eugene, Seattle, New York, 
Los Angeles, San Francisco, San Diego, Phoenix 


MILLS AT PORT GAMBLE, WASH., ST. HELENS, ORE. 
Rail and Cargo Since 1853 








Lockwood Oak Flooring 
benadin VICTORY Grade 
















Here’s the same famous mountain oak. 
same accurate manufacture, uniform 
color and texture. Victory Grade is 
25/32x21/44 machine run, No. 2 Com- 
mon and Better, 2’ and longer. Nailed 
Ask for to joists. Saves cost of sub-floor. Rec- 
‘ . ommended for temporary defense hous- 
Delivered Prices ing and barracks. 


OCKWOOD OAK FLOORING 


GEO. C. GRIFFITH STAVE CO. 


P. O. Box 6, Springfield, Mo. 
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Amemcanfiumbherman 
- ¢ Reports from Lumber Markets 





Information contained in this department comes directly from American Lumberman rep- 
resentatives located in these cities. 

Baltimore, Md.; Buffalo, N. Y.: Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 

Shreveport, La.; Memphis, Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Tex.; Birmingham. 


Ala.; Kansas City, Mo.; St. Louis, Mo.: Minneapolis, Minn.; Portland, Ore.; Seattle, Wash.; Spokane, 
Wash.; Tacoma, Wash.; San Francisco, Calif.; Boston, Mass. 


General Review 


During the past few weeks a noticeable 
betterment in the car-supply situation has 
been in evidence on the West Coast, princi- 
pally through the efforts of K. C. Batchel- 
der, Traffic Manager of the WCLA. There 
has never been any real cause for complaint, 
because the railroads have been doing a 
bang-up job, but the recent efforts have 
borne fruit and the situation is still better 
than it has been. 

Construction and building materials ac- 
count for 70 percent of the cars originated 
in the West Coast territory. Lumber load- 
ings are expected to be up 11 percent in this 
fourth quarter. Pine production has shown 
a recession but fir shipments will more than 
make up for this. 

From all regions come comments on the 
tremendous demand for lumber emanating 
from the box industry. This is, as expected, 
an ever increasing trend. Lower grades of 
hardwood are also going into box and crate 
production. 

Lumbermen are hopeful that revised lum- 
ber price ceilings which are said to be on 
the way will ease their rising cost-fixed 
selling price dilemma. Some claim that 
even a 10 percent increase would allow 
them to do no more than break even. 

Reports from all sections indicate that 
WPB officials are on the hunt for stocks 
of construction lumber, no matter where it 
may be accumulated. Such stocks are seen 
to be about the only solution to quick deliv- 
ery problems. 

Big contract lettings have just been com- 
pleted or are scheduled for the near future. 
At a recent four day letting in Memphis 
purchasing agents for U. S. Engineers 
hought 40,000,000 feet of softwoods, 500,000 
feet of oak flooring. Progress of the meet- 
ing was halted by the announcement late 
Nov. 5 of the new softwood price ceilings 
(see page 38) due the next morning. Bids 
and awards previously made, however, stood. 
The contract letting was concluded after the 
new prices were announced. Another letting 
was held in Dallas as was one in Atlanta. 
Charlotte, N. C., was the scene of another. 

Man-power shortage continues to be one 
of the greatest problems. The Northeastern 
Timber Salvage Administration is attempt- 
ing an interesting experiment by staffing a 
portable sawmill a few miles west of Con- 
cord, N. H., with an all-woman crew. Pro- 
duction has been slowed there by a clutter 
of news-reel and other photographers elbow- 
ing their way into position for “shots” of 
the spectacle. 

The demand supply situation remains 
much the same. Civilian activities in lum- 
ber are almost completely eclipsed by the 
current pressure of the supply procuring 
agency to serve “first things first” in speed- 
ing up the war program. 


Demand 


Eastern Market 


Aside from the lumber schedules that 
are flowing steadily to projects directly 
involved in the war effort, the order vol- 
ume at BOSTON for civilian use or for re- 
building depleted stocks at the retail yards 
is at the lowest point of the year. So 
persistent is the demand for defense lum- 
ber that a spirited canvass is being con- 
ducted by WPB officials in an effort to 
locate accumulations of stocks in ware- 
houses, wholesale distribution yards and 
even in the hands of retailers that can be 
commandeered for delivery to defense 
projects which are lagging for want of 
supplies. 

That is the outstanding factor in the 
market today, and any distributor-manu- 
facturer or retailer—who is in a position 
to deliver a sizeable block of construction 
lumber to a defense project, is invited to 
offer that stock to WPB headquarters—17 
Court Street, Boston, as a welcome, pa- 
triotic service. There are no price changes 
to record as top ceiling prices prevail for 
all types of Northeastern softwoods, fir 
and the pines from the West, and the 
yellow pine and hardwoods from the 
South. Apparently all stock at the mills 
that is in shipping condition is covered by 
orders, with well above 90 percent ear- 
marked for war projects. 

Wholesale lumbermen in the North Car- 
olina pine or shortleaf pine market re- 
porting to NORFOLK, VA. have been en- 
couraged by the developments of the past 
two weeks. The centralized buying 
structure set up by Government agencies 
has met with relatively moderate success 
in its buying efforts in this section, and 
according to reports, contractors working 
on Government projects and other Govern- 
ment buying agencies are again calling on 
established wholesale lumber outlets to 
supply their needs quickly. 

A brisk demand from box makers con- 
tinues in this area. They are working 
almost exclusively on Government con- 
tracts and have priorities on material. 
Retail yard buying is very light. 

Production continues to dwindle. A 
number of mills have stopped sawing for 
the duration within the past two weeks. 
Difficulties with manpower is the chief 
trouble. There are persistent rumors that 
revised price ceilings soon to come from 
Washington will bocst prices, possibly as 
much as ten percent, ; 

The bulk of the lower grades of short- 
leaf pine in the BALTIMORE market is 
going into box manufacture where there 
exists a strong demand. Other demands 
for this lumber are by no means nearly 
filled. Stocks of longleaf are being sup- 
plemented with other woods which can 
serve the same purposes. Concentration 
yards are being established and conflicting 
priorities raise difficulties. 

Cypress is finding many new outlets and 
some is being shipped without being ade- 
quately seasoned. The movement of West 
Coast woods to Baltimore is ever decreas- 
ing. Hardwoods are moving in increasing 
quantities. Furniture factories near 
Baltimore are boosting demand, as are 
new uses for hardwood. 

The hardwood demand in the BUFFALO 
market remains active and where whole- 
salers have stocks there is little or no 
difficulty in making sales. Practically all 
hardwoods are found hard to replace when 
moved out of the yards. Poplar and ash 
are among the woods which have lately 
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grown increasingly scarce and birch and 
maple have been short for some time. 
Prices are firm. Only small stocks of the 
western pines are being sold in the Buffalo 
market, since the mills have little to offer. 
Buffalo wholesalers report that they are 
able to obtain limited supplies of Canadian 
pine as well as spruce. Most of the white 
pine wanted is for crating and sheathing 
purposes. A limited amount of Eastern 
pine is also being offered in the market. 
Prices are holding firm. 


North Central Market 


There has been an appreciable increase 
in northern pine orders during the last 
fortnight, MINNEAPOLIS sources report, 
Surpassing the heavy demand that has 
been experienced throughout the year. 
Production is on the wane. The increased 
call for material has boosted the unfilled 
order file from 8,500,000 feet two weeks 
ago, to more than 9,000,000 feet, last week, 
despite continued efforts of manufacturers 
to keep the figure down. Orders to date 
this year call for about 96,000,000 feet of 
material as compared with orders for 117,- 
000,000 feet last year, up to this time, the 
difference being accounted for by buyers’ 
knowledge that they are not likely to 
obtain what they want within a reason- 
able time, though there is an untapped 
potential market. 


Southern Market 


The softwood lumber market about 
MEMPHIS continues in a stalemate, except 
for the Government’s purchase and inci- 
dent sales by retailers to builders on Gov- 
ernment projects. Prices appear firmly 
established at ceiling levels. Except for 
small remodeling projects little softwood 
is being used. Memphis is essentially a 
softwood consuming—not a producing— 
market although several of the larger 
concerns there have pine mills which have 
been supplying the Government with a 
good part of its camp requirements. 

Hardwoods are in steady and continuous 
demand with orders and shipments far 
exceeding production. Much hardwood is 
going into the manufacture of boards for 
camps and ordnance plants, into flooring 
and (the lower grades) into boxes and 
crates for government uses. 

While civilian building throughout the 
country, except in defense areas, has been 
curtailed, the government is continuing to 
buy vast quantities of oak flooring. This 
is principally of the No. 2 grade and the 
Victory (mill run) Grade. Prices are stable 
and there appears no indication that price 
concessions from March levels are neces- 
sary. The higher grades are a bit softer 
in prices, however. 


Southwest Market 


Trade reports from the KANSAS CITY 
area in the last two weeks reveal nothing 
particularly new insofar as the demand 
for lumber is concerned. The demand has 
been so large that a sizeable portion of 
the stocks moving from the mills are still 
green, it was said. Reports of the Fed- 
eral Reserve bank show that sales for the 
first nine months of this year were 41 per- 
cent larger than a year ago. As retail 
stocks become sadly depleted sales begin 
to decline and this was reflected in the 
Federal Reserve’s report covering the 
seven states in the tenth district. Sales 
in September were 6 percent under a year 
ago and the 9-month gains was cut to 23 
percent. A breakdown of States shows 
that only one—Nebraska—showed a gain 
in September. 


West Coast Market 


Requirements of defense orders have be- 
come so embracing that shortages on many 
important items are becoming increas- 
ingly apparent at mills in the TACOMA, 
WASH. district. And since mills still are 
operating at near capacity on defense 
orders with no indication of a letup, there 
seems slight likelihood that there will be 
opportunity for the plants affected to 
build up reserves on the depleted items. 
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We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 





W. R. Wrape Stave Co. 


Post Office Box 182 
Little Rock, Arkansas 














Si 


The Low Cost 
TOXIC-WATER REPELLENT 
PRESERVATIVE 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, Etc. 
CLEAN - STAINLESS - PAINTABLE 


Thoroughly tested and proved effective. Used 
by many of the Industry's leaders. 


Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 









NORTHCUTT 
Lumber Sales Corporation 
Wholesale and Commission 
Hardwoods, Cypress and Pine 


Telephone 181 P. O. Box 288 
SANDERSVILLE, GEORGIA 
All Inquiries Given Prompt And Careful Attention 














CALBAR 
CAULKING 
COMPOUND 


CONSERVATION 

NECESSITATES 
CAULKING 

All Openings --Doors & Windows 


Order Thru Your Jobber 


CALBAR Paint & Varnish Co. 


Manufacturers of Technical Products 


2612-26 N. Martha St. - Philadelphia, Pa. 
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Meanwhile inquiries from private buyers 
are numerous. Log supplies are holding 
up fairly well in spite of the heavy de- 
mand, but reserves are low. 


Supply 
Pines 


Production of northern pine has been 
curtailed appreciably during the past two 
weeks, MINNEAPOLIS sources report, due 
largely to one of the head of the lakes 
producer’s finishing this season’s cut. The 
output will be reduced sharply in the near 
future as other producers wind up their 
work in the woods for 1942. Some 1,- 
300,000 feet were cut last week as com- 
pared “with 1,100,000 during the corre- 
sponding week last year, and the total 
production for 1942 to date approximates 
a little over 100,000,000 feet as compared 
with about 88,000,000 feet up to this time 
last year. 

Shipments last week totaled in the 
neighborhood of 1,300,000 feet, as com- 
pared with 2,800,000 feet during the corre- 
sponding week last year, and to date in 
1942, about 98,350,000 feet have been 
shipped, while over the same period last 
year the figure was nearly 109,000,000 feet, 
according to Northern Pine Manufacturers’ 
figures. 

Inventories of all producing mills in the 
SOUTHWEST were unusually low and 
there seems to be little chance of building 
up any semblance of a surplus over the 
winter. Government requests come too 
fast to permit mills to cut ahead. Mills 
are sold up for the remainder of the year. 
The Federal Reserve bank reported that 
inventories of wholesalers at the start of 
October was 8 percent larger than a year 
ago. This partly was due to the fact that 
mills were not shipping to retailers and 
were holding their stocks for government 
orders. Retailers, on the other hand, re- 
ported that inventories on October 1 were 
30 percent less than a year ago and 6 per- 
cent smaller than a month earlier. 


West Coast Woods 


Capacity production schedules are in 
effect at mills throughout the TACOMA, 
WASH., area as plants are attacking the 
heavy accumulation of Government and 
defense orders that have grown rather 
than diminished in spite of production 
efforts during the last several months. The 
labor problem, which in recent months 
has become quite aggravating, at present 
does not seem to be as acute as it has 
been, and mill men are attributing the 
relief in part to government job freezing 
regulations and establishment of uniform 
pay rates in the Douglas fir industry. Mills 
are absorbing an increasing number of 
women workers. 


Other Woods 


There is still a strong demand for north- 
ern white cedar, according to MINNEAP- 
OLIS reports, but the market remains in- 
active because of depleted stocks. With 
conditions in the north woods favorable 
for cutting, the year’s production is get- 
ting under way slowly, handicapped by 
a shortage of labor and by transportation 
difficulties. In some instances stock is 
being piled near the cutting site and buy- 
ers are told that if they want it they must 
have it hauled out. While there is a large 
potential market producers admit they are 
unable to make any predictions for the 
future, which will be influenced greatly 
by labor and transportation conditions. 
Some buyers are busily trying to contract 
for posts and poles for future delivery 


Millwork 


As more and more Mississippi Valley 
factories obtain orders from the govern- 
ment the industry is gradually assuming 
capacity proportions, but building restric- 
tions have sharply curtailed other busi- 
ness. Manufacturers say that there are 
prospects that government orders will be 
more favorably and more broadly appor- 
tioned in the near future. 
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Authorized Sales of Douglas Fir 
Facilitated 


The first amendment to L-218, the order 
which limited the sale of Douglas fir lumber 
provides that any producer may sell, ship 
or deliver (either directly or through one or 
more intervening persons) any Douglas fir 
lumber to or for the account of the Pro- 
curing agency or to or for the account of 
any contractor or other person designated by 
such agency, but only if there is endorsed on 
the purchase order a signed statement in 
the following form: 


“All Douglas fir lumber covered by this 
purchase order or contract is to be sold, 
shipped and delivered to, or received by 
the Procuring Agency or a contractor or 
other person designated by such agency, 
as required by Limitation Order L-218, 
with the terms of which I am familiar.” 

However when a producer has received 
written directions from the Procuring 
Agency to sell or deliver Douglas fir lum- 
ber to any contractor or other person, the 
producer may comply with such directions 
without the above endorsement. 


Remove Douglas Fir from M-208 


The definition of “softwood lumber” has 
been altered in M-208 so that it now reads 
as follows: 

“Softwood lumber” means any sawed 
lumber (except shingles or lath) of any size 
or grade, whether rough, dressed on one or 
more sides or edges, dressed and matched, 
shiplapped, worked to pattern or grooved 
for splines, of any species of softwood, but 
not including plywood, veneer or used lum- 
ber; provided that “softwood lumber” 
shall not include Douglas fir lumber sold, 
shipped or delivered in accordance with the 
provisions of Limitation Order L-218. 


Test Texas Sweet Gum for 
Plywood 


Experiments in making plywood panels of 
varying thickness from Texas sweet gum 
are being made in the research laboratory 
of the Texas Forest Service at the State 
Agricultural and Mechanical College. The 
commercial possibilities of sweet gum and 
other native woods for making plywood for 
aircraft construction will be determined by 
these tests, which are being conducted under 
the direction of E. W. Stark and Prof. H. J. 
Hanson of the engineering department of the 
College. 

It was explained that the plywood is built 
up in alternating layers, bound together with 
a phenol formaldehyde resin, which is not 
affected by weather or moisture. In_ this 
way thin strips of wood can be built up 
into a sheet having strength qualities greater 
than an equal weight of aluminum, and 
with a number of other desirable qualities. 

“Sweet gum has been approved recently 
by Army officials for use as plywood in 
aircraft, it was stated. “It occurs in east 
Texas on rich bottomlands. The Texas 
Forest Service estimates that the volume 
of sweet gum in standing trees in east 
Texas will total about two billion board 

The Macdonald Building Co., Tacoma, 
Wash., of which L. B. Macdonald of the 
Builders’ Lumber & Millwork Co., Tacoma, 
is president, has been awarded a contract 
to build warehouses at Fort Lewis, Wash., 
at a cost of approximately $100,000. 
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Properly milled and kiln dried. High precision 
modern methods of production—VIRGIN Northern 
WHITE PINE—Norway Pine—Northern Pine Lath. 
MIXED CARS—Siding—Sheathing—Framing—Crat- 
ing—Flask and Pattern Lumber. 


RAINY LAKE LUMBER CO., Ltd. 


Selling the Products of J. A. Mathieu 
Limited—Rainy Lake, Ont. 


SALES OFFICE: 1204 Conway Bldg., Chicago, Illinois 
OTHER SALES REPRESENTATIVES 


Fred Walker, Virginia, Minn.; W. R. Gillett, Eau Claire, Wis.; Central States 
Lumber Co., Janesville, Wis.; Winton Lumber Sales, Minneapolis, Minn. 











There is No Good Substitute 


for 
PUTTY-GLAZED SASH 


Don’t let anybody try to kid you about some- 
thing “just as good.” There just isn’t. 





Once in a while some one tries to create a sales 
argument by claiming he “has something’”—but 
experience and comparison prove that for— 


a tight seal that resists infiltration of moisture 
and cold air and prevents loose, rattling glass— 


there is no satisfactory substitute for high qual- 
ity putty. Putty-glazed sash has been proved by 
experience and tested by time. 










As a further safeguard—against rot 
and termites—specify ‘PAR-TOX 
treated.”’ 


“TRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 


75 P sap of service 
to the sash and d 
industry, _ 
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Her name isn’t on 
your payroll... 





... yet this Plywood chemist is 
working for you just the same! 


© The chemistry of wood is one of the most difficult and involved 


branches of science. The 


chemistry of plywood presents an 


even greater problem to the chemist because both wood and 
adhesive must frequently be considered at the same time. 


But the more the Douglas Fir Plywood industry knows about 
the chemical structure of Douglas fir and adhesives, the better 
the plywood it can manufacture. 


That’s why chemical research has such an important part in the 


TO HELP SPEED 
VICTORY 


the Douglas Fir 
Plywood Industry 
is devoting its en- 
tire capacity to 
war production. 
We know this pro- 
gram has your 
approval. 





REMEMBER—there's a grade or type 
of Douglas Fir Plywood for every pur- 
pose. A genuine panel bears one of 
these ‘‘grade trade-marks"’: 


EXT-DFPA—waterproof type 
PLYWALL—wallboard grade 
PLYSCORD—shecthing grade 
PLYPANEL—cabinet grade 
PLYFORM—<oncrete form grade 


Douglas Fir Plywood Association’s 
intensified research program ... 4 
program that is being carried on 
now so that the post-war Douglas 
Fir Plywood you buy will be more 
useful to you than ever before. 
Douglas Fir Plywood Association, 
Tacoma, Washington. 


DOUGLAS FIR 


PLYWOOD 


© 
MADE LARGER, LIGHTER 


SPLIT - PROOF 
STRONGER 





“A PRODUCT OF AMERICA’S ETERNALLY REPLENISHING FORESTS“ 
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- ¢ e Lumber Prices & Statistics 





Southern Hardwoods 


Following are 


ranges 


of f.o.b. mill 


prices on rough, air dried southern hard- 


woods, 


from reports of sales made dur- 


ing the week ended Nov. 4: 


Quartered Red Gum 
FAS 


come 96.50 
nn 100.50 
Quartered Sap Gum 
FAS— 


Dee ganas 67.50 
Sr 70.50 
10-4 .. 75.50 
No. 1 & Sel.— 

SS eee 46.50 
Oe coca ait 54.50 
wel cians 55.50 
oe eee 61.50 

Plain Sap Gum 

FAS— 

= Tee 56.50 
i eee 59.50 @60.50 
No. 1 & Sel.— 

See. cae us 42.50 
eer 46.50 @ 47.50 
8 2 cxes 50.50 

Quartered Black 
um 

FAS— 

BOG é&o<ex 55.50 
No. 1 & Sel.— 

OPO caves 45.50 
PO aenes 52.50 
Quartered Tupelo 

wep 55.50 
No. 1 & Sel.— 
a See 45.50 
Plain Tupelo 
AS— 
SS eer 52.50 
eee 55.50 
No. 1 & Sel.— 
Bere 42.50 
No. 2 Com.— 
a. foe 26.50 
Plain White Oak 
FAS— 
DP enews 75.50 
No. 1 & Sel.— 
Oe 42.50 
Plain Red Oak 
SS Pe 60.50 
No. 1 & Sel.— 
SS Peres 38.00 @ 38.50 
Plain Poplar 
No. 1 Com.— 
ee -vowes 3.50 
Ash 
No. 2 Com.— 
Soe wanes 29.00 





Beech 
FAS— 
O48 suaes 49.50 
tee. 1 & Sel.— 
oo peer 39.50 
No. 2 Com.— 

Bee ccues 23.50 
a eee 26.50 
Hickory 

No. 2 Com.— 
12-4 .... 38.00 
Elm 
FAS— 
eee 43.50 
No. 1 & Sel.— 
Oe8 as aee 33.50 
No. 2 Com.— 
O-8 wcuve 26.50 
Basswood 
— 
rrr 59.50 
No. 1 & Sel.— 
- eae 39.50 
No. 2 Com.— 
a eee 27.50 


Plain Sycamore 
FAS— 


- ee 43.50 
No. 1 & Sel.— 

SS rere: 33.50 
Willow 

* ere 55.50 

No. 1 & Sel.— 
yt Se sanes 41.00 @ 41.50 
No. 2 Com.— 
= Sere 28.50 
erie 29.00 

Magnolia 
F. 
ee 9.50 
No. 1 & Sel.— 

SS ee 7.50 
No. 2 Com.— 
ere 34.50 

Cypress 
FAS— 
cS 75.00 
Selects— 
a 53.75 @56.00 
Shop— 
4-4 .....36.00@38.00 
No. 1 Com.— 
Wee ese 45.00 

Mixed Hardwoods 
Dunnage 
eee 10.00 





Maple Flooring 


Northern maple flooring mills report the 


following average prices 


realized f.o.b. 


Western Pine Summary 

The Western Pine Association reports as 
follows on operation of identical Inland Em- 
pire and California mills during the week 
ended Oct. 31: 


Report of an Average of 96 Mills: 


Oct. 31, 1942 Nov. 1, 1941 

Production ..... 87,300,000 80,957,000 

Shipments ...... 92,537,000 92,741,000 

Orders received.. 87,669,000 83,874,000 
Report of 96 Identical Mills: 

Oct. 31, 1942 Nov. 1, 1941 

Unfilled orders.. 429,799,000 299,858,000 


Gross stocks....1,000,927,000 1,290,309,000 
Report of 96 Identical Mills: 
--Total for Year to Date— 
1942 1941 
Production 


Shipments 
Orders 


,322,608,000 3,341,256,000 
coeeee 3’ 731,617,000 3,633,734,000 
3,820,065,000 3,634,774,000 


eeeee 





Southern Pine Statistics 

Following is a summary of reports from 
southern pine mills for the week ended 
Oct. 31: 


Number of mills, 94; Units}, 83 
Three-year average production* a. 204,000 


Metual PFOTUCtION .....cccccece 2,618,000 
OS Se ee eee 25, 634,000 
CPPOUE DOOGIVOS o.ikk cc cccesiavces 18, 746, 000 


Number of mills, 94 


On Oct. 31, 1942 
py ee 138,270,000 
Bere rere 9,892,000 


*Oct. 31, 1938, to Nov. 1941. 
FUnit is 316, 000 feet of tg. -year average” 
production. 
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Western Pines 

Following delivered prices, based on 
past sales, were reported to the Western 
Pine Association by members during the 
period Oct. 26 to 31, inclusive. Both di- 
rect and wholesale sales are included and 
are based on specified items only. Two 
districts are given, one being the State of 
Illinois, outside of the Chicago metropoli- 
tan district and the other the State of 
Pennsylvania. Quotations follow: 


ILLINOIS 
PONDEROSA PINE 


Selects, S2 or 4S— 1x8 5/4RW 6/4RW 
Saar $79.50 vee 93 $82.75 
5) race 68.75 Carers 

Shop is No. 1 No. 2 

| rT ree $58.87 $51.75 
aa aise bia as Soak Si haa Gea acae 59.75 51.75 
Commons, S82 or 4S— No.2 No. 3 
ED odie’ oom o tiew Wisi $49.50 $45.50 
PREG DEES 66k tveeeeenwes - 51.50 45.54 
PENNSYLVANIA 

PONDEROSA PINE 

Selects S2 or 4S— 

9 1x8 5/4RW 6/4 RW 

eS eee $82.83 ug6. 92 $85.25 

ere st 68.50 2.21 71.25 
Shop S2S—- ng No. 2 
:. ee aes eee $62.25 enue 
PD: Malwiesrec sw eopeet welneeie 62.25 mais 

Commons, S2 or 4S— No. 2 No. 3 
BE Me he kcwetesave sd qed $52.22 $47.50 
BMGE TERE bcsccecncase vast 54.16 48.83 

IDAHO WHITE PINE 

Selects S2 or 4S— 1x8 6/4RW 
Guality (D) Rls... .ccees 69.0 aes 

Commons S82 or 4S— 

Colo- Sterl- Stand- 
Fag | ling ard 
No. 2 No. 3 
ee ar 862 ” $58.00 $50.75 
cc) a | 63.96 50.00 

SUGAR PINE 

Selects S2 or 4S— 4/4 RW 5/4 hd 6/4 RW 
BéBbtr R.L..... $96 aaa 
C Select RL.... 92.50 93. 5 ig 
D Select RL.... 79.50 81.50 <a 

Shop S2S— No. 1 No. 2 No. 3 
IPRA $66.50 Pere asians 
i. Eee eee 65.50 55.50 48.50 
| ee 76.50 61.50 49.50 





National Production, Shipments, and Orders 


Following is the National Lumber Manufacturers’ Association’s report for the two weeks 
ended Oct. 31, and for forty-three weeks ended that date, covering mills whose statistics for 
both 1942 and 1941 are available, and percentage comparisons with statistics of identical 


mills for the corresponding period of 1941: 
Av. No. 





Per- Per- Per- 

Mills Production Cent Shipments cent Orders cent 

TWO WEEKS: Rptg. 1942 of 1941 1942 of 1941 1942 of 1941 
Total Softwoods.. 368 484,155,000 96 522,666,000 99 500,792,000 109 
Total Hardwoods. 100 21,940,000 85 30,048,000 104 24,597,000 97 
Total Lumber.... 453 506,095,000 96 552,714,000 99 525,389,000 109 


Total Flooring... 78 
FORTY-THREE WEEKS: 
Total Softwoods.. 


11,111,000 47 





14,890,000 67 11,618,000 66 








380 10,179,734,000 96 11,434,553,000 102 12,107,505,.000 108 

flooring mill basis, during the week ended Total Hardwoods. 101 509,517,000 96 612,594,000 103 598,197,000 105 
Nov. 7: oumens memmaanamia -aiithlen tanabdilatatniailailanaiiiniae 

First Second Third Total Lumber.... 463 10,689,251,000 96 12, 4 147,000 102 12,705,702,000 107 

rr $85.97 $81.00 $66.36 Total Flooring... 78 353,157,000 69 44,260,000 66 336,956,000 64 









OU BIAL 


The ROSS System of Carriers and 


fi Lift-trucks will do it for you. Call 


[ritk) mearest representative for facts. 


CARRIER CO. 


Seattle @ Portland @ San Francisco @ Vancouver, B.C. © Pine Bluff, Ark. @ New York City @ Hoboken, WN. J. 
oe PL A ELT 















® Factory — Benton Harbor, Mich. 














1942 


64 
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Relation of Unfilled Orders to Stocks 


Following is statement of seven groups of identical mills of unfilled orders and gross 


stock footage on Oct. 31: 





No. of 

Mills Unfilled Orders Gross Stocks 

Rptg. 1942 1941 1942 1941 
Total Softwoods*® ........ 358 1,531,290,000 959,643,000 1,973,336,000 2,845,643,000 
Total Hardwoods* ....... 99 101,093,000 87,832,000 278,344,000 350,414,000 
Total EMMDOT 2... .cccces “445 1,632,383,000 1,047,475,000 2,251,680,000 3,196,057,000 
0 Re eee 75 28,183,000 54,268,000 65,718,000 48,777,000 
Maple Flooring.......... 12 4,098,000 8,239,000 9,472,000 10,486,000 


*Of Northern mills, 12 reported on softwood, 14 on hardwood unfilled orders; 14 mills 
on stocks. The total number of mills (457) includes 12 northern plants that are in both 


softwood and hardwood subtotals. 





Canada Further Limits 
Lumber Shipments 


Exports to countries outside the British 
Empire of Canadian sawed or hewn timber, 
boards, planks and scantlings of cedar, 
douglas fir, hemlock, spruce, white pine or 
other softwoods will require an export per- 
mit on and after November 9. 

The official announcement said white pine 
and cedar logs will still be exempt from 
export permit requirements when shipped to 
the United States, as well as to British 
Empire countries. 


Oak Purchasing Agency 


For its vast shipbuilding program, the 
Navy has opened an oak purchasing agency 
in Memphis, Tenn., in charge of Lieut. J. R. 
(Jimmie) May, formerly sales manager for 
Shannon Bros. Lumber Co., Memphis, and 
Walter W. Kellogg, Monroe, La., member 
of Kellogg Lumber Co. Offices have been 
opened in the Sterick Building. 

At two meetings Friday at New Orleans, 
Mr. Kellogg resigned as president of 
Southern Hardwood Producers, Inc., and as 
chairman of the Southern Hardwood War 
Industry Committee. He will devote all his 
time to his new office as purchasing agent, 
control of the Kellogg Lumber Co. and 
Kellogg Brothers, Inc., being taken over by 
L. D. Kellogg. 

C. L. Freiler,' Canton, Miss., vice-president 
of Southern Hardwood Producers, Inc., will 
serve as executive of that organization. 
C. W. Parham, Memphis lumberman, was 





New equipment at the Bloedel, Stewart & Welch mill. 


named chairman of the Southern Hardwood 
War Industry Committee. 

The Navy has NOT instructed Lieutenant 
May and Mr. Kellogg yet what timbers 
will be needed or the price to be paid. A 
series of meetings of oak producers is to 
be held throughout the South to advise 
them that the Government wants their long- 
bodied white oak conserved for Navy uses. 


B. C. Mill Installs New Equipment 


One of the largest building programs un- 
dertaken by British Columbia mills for 
some time has recently been completed by 
Bloedel, Stewart & Welch Ltd., at their 
Port Alberni, B. C., plant. 

The project included installation of Moore 
“Cross-Circulation” Kilns, automatic lumber 
stacker, unstacker, H-O tilting hoist and 
other equipment to speed the handling of 
lumber from green chain through the mill 
into the new large crane shed, which can 
handle twenty cars at one time. 

The kilns were designed and most of the 
new equipment installed by Moore-Cawston 
Dry Kiln Co. Ltd., Vancouver, B. C. This 
is the first Canadian installation of this type 
of automatic lumber handling equipment for 
tight edge-to-edge stacking. 

Bloedel, Stewart & Welch Ltd. is one of 
the largest lumber producing firms on the 
Pacific Coast, and was established in 1911 
by J. H. Bloedel, pioneer Northwest lum- 
berman who is still active on the Coast. 
The mill at Port Alberni was built in 1928, 
and has capacity of more than 200,000 feet 
per shift, or 45,000,000 feet of kiln dried 
lumber per year. 
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: PRECISION LUMBER 


. _: Hardwoods 
—— Cypress 


Reynolds & Manley Lumber Company, 
Members Natl. producing for the war needs of the Nation, 


: ' aoe so offers lumber of superior quality in Yellow 
ot tat gg Sa Pine, Southern Hardwoods and Tidewater 
ers, Inc., So. Red Cypress. Here are woods in such 





Cypress Mfrs. variety as to meet practically every require- 

. — ang ment. Our plant is modernly equipped— 

Savannah Georgia Natl. Lbr. Ex- band mill, advanced type dry kilns, fast pre- 
’ porters Assn. cision machines, complete planing mill. Can 


grade-mark and trade-mark. 
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“MILLER MADE IS UP TO GRADE” LEWIS S. THOMAS, 
Why not try a sample car? 


MILLER & CO., INC. 
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Old ways of logging have given place 

to the new. Mill methods have changed. But the 

- high quality of Polson lumber never has changed. 

Sitka Spruce and Douglas Fir direct from our forests. Rail and water 
shipments. 
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- « « PEOPLE & PLACES 





In Active Service 


John B. Morrison, president of J. J. 
Moore & Co., Inc., lumber import and 
export, San Francisco, Calif., has entered 
the armed forces, and James C. Morrison, 
his brother, has been elected executive 
vice-president to take over the duties of 
the president for the duration. 


Edward T. Harms, operating manager 
of Pope & Talbot, Inc., McCormick Steam- 
ship division, has been commissioned a 
commander with the U. S. Coast Guard. 


Louis Cohen, who for two decades has 
operated the Cohen Lumber Co., retail deal- 
ers at Lynn, Mass., has disposed of his stock 
of lumber and closed the yard for the dura- 
tion, and on Nov. 3 left for Camp Devens 
in Ayer, Mass., as an army volunteer. 


Private Peter C. 
Gaffney, who was 


assistant secretary 
of the Southern 
Pine Association 


until he entered the 
armed forces on 
July 15, after hav- 
ing been stationed 
at Camp _Living- 
ston, La., and Shep- 
pard Field, Texas, 
is now stationed at 
Fort Logan, Colo. 





Capt. A. E. Ferguson, former Los An- 
geles sales manager for the American 
Lumber & Treating Co., was a Los Angeles 
visitor the end of October, on furlough from 
Camp Carson, Colorado Springs, Coio., 
where he is serving with the field artillery. 


News of the promotion of Charles B. 
Cross, formerly manager of the Truckee- 
Tahoe Lumber Co., Truckee, Calif., to lieu- 
enant colonel has been received by his 
‘alifornia friends. 


Miss Doris Merithew, secretary to her 
‘ather, Percy I. Merithew, cargo department 
manager for E. K. Wood Lumber Co., Los 
\ngeles, Calif., has been commissioned an 
nsign in the U. S. Naval Reserve, WAVES, 
and is in training at Smith College, Naval 
Training School, Northampton, Mass. 

Lloyd P. Blackwell, forester with the 
Urania Lumber Co., Urania, La., has been 
granted a leave of absence for the dura- 
tion. He has been commissioned a lieu- 
tenant (j. g.) in the U. S. Naval Reserves 
and is now on active duty. 

Cecil H. Bacon, Jr., manager of the 
Tacoma, Wash., branch of the War Pro- 
duction Board, has enlisted in the United 
States Air Force Specialist Corps as a 
mechanic. He is connected with Henry 
Bacon, Inc., Seattle retail building mate- 
rial concern. 


Albert M. Schafer, son of Albert A. 
Schafer of Montesano, Wash., widely 
known Grays Harbor lumberman, has 
been promoted from sergeant to staff 


sergeant at the San Francisco port of 
embarkation, Fort Mason, Calif., where 
he is stationed. Sergeant Schafer is at- 
tached to the harbor boat detail. 

Robert Swain, office manager of Miner 
Edger Works, Meridian, Miss., has joined 
the Army as a private and expects to be 
in uniform by the middle of November. 


Correction 


C. Hexberg, of the Union Lumber Co., 
San Francisco, Calif., has informed the 
AMERICAN LUMBERMAN that the item on 
page 57 of the Oct. 31 issue, stating that 
Caspar R. Herzberg, Union Lumber Co., San 
Francisco, had reported for duty in the 
Army, was incorrect. Says Mr. Hexberg: 
“His name is evidently misspelled and 
should be Hexberg, and it is not Hexberg 
with Union Lumber Co. but happens to be 
the writer’s son, Caspar R. Hexberg, with 
the San Francisco Bank, who reported for 
duty on Sept. 26.” 


Personal Items 


Walker B. Tilley, Eugene, Ore., is to be 
the new forest engineer for the Oregon dis- 
trict of West Coast Lumbermen’s Associa- 
tion. Mr. Tilley will have offices with the 
Willamette Valley Lumbermen’s Association 
in Eugene. He was formerly California dis- 
trict forest engineer for the Western Pine 
Association and at present is in charge of 
Willamette Valley Tree Farms, Eugene. 
Mr. Tilley is an overseas veteran of World 
War I and since has spent his career in 
connection with the timber and logging 
industries. 

Hillyer - Deutsch - Edwards Co., Uak- 
dale, La., is doing its share in the coun- 
try-wide metal scrap drive. “Old 104,” 
a logging engine that first saw service in 
the construction of the Panama Canal 
and later was purchased by this company 
for service at its Oakdale mills, has been 
taken out of commission and its 70 tons 
turned over to the scrap drive. Lucien 
Sonnier is salvage chairman at this saw- 
mill operation. 

James A. Tatum, formerly with saw- 
mills at Alamogordo, N. M., is now on 
the staff of the War Production Board, 
Lumber Production Section, 433 3rd St. 
N. W., Washington, D. C. 

Richard C. Carr, long identified with 
the Toledo, Ohio, building industry, is the 
new manager of Libbey-Owens-Ford 
Glass Co.’s war housing division. While 
his headquarters will be in Toledo, Mr. 
Carr will have general charge of Libbey- 
Owens-Ford’s construction of prefabri- 
cated houses at its Ottawa, IIl., plant for 
the government. 

Prof. J. Kenneth Pearce of the Univer- 
sity of Washington college of forestry 
has been named principal industrial spe- 
cialist, lumber production section of the 
War Production Board. He expects to 
be stationed in Washington, D. C., where 
he will be in charge of the western lum- 
ber production unit handling production 
problems of logging, sawmill, planing 
mill, shingle mill, and creosoting plant 
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MESSAGE 


No.2 


ABOUT CONTINENTAL'S 
PROGRAM OF SERVICE 
TO FARMERS 





To aid your customers in keeping their buildings 
and fences in repair, the CONTINENTAL STEEL 
CORPORATION has prepared two new service 
folders . . . the first entitled “Conserve Your 
Buildings—Pick-up! Patch-up! Paint-up!’’, and 
the second “How to Save Your Farm Fence.” 
Simple, informative . . . with helpful drawings 
and sketches . . . these booklets are sure to be 
well received by your customers. The conserva- 
tion measures they suggest are essential to our 
national security. In war, as in peace, dealers 
and jobbers form the indispensable link between 
industry and the consumer—in service as well as 
in distribution. 


CONTINENTAL STEEL CORP. 
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operations in the twelve Western states. 
Pearce has been identified with lumber- 
ing for the last twenty-six years, includ- 
ing ten years in India, which he spent 
reorganizing and modernizing lumbering 
and logging operations. During the past 
eight years, he has been a member of 
the University of Washington faculty, 
teaching lumbering and logging engineer- 
ing and has spent his summer vacations 
in consulting engineering work which has 
taken him over much of the territory em- 
braced in his new assignment. 

The Kelso Veneer Co. plant, Kelso, 
Wash., will resume full scale operations 
immediately, according to P. J. Landry, 
who heads the company. The plant, he 
said, will cut veneer for use in war con- 
struction projects. Preliminary test runs 


Amemcanfiumbherman 


have been completed and the plant is 
ready to operate full scale as soon as an 
adequate log supply is available. 

Albert M. Melone has become vice 
president and director of the Interior 
Lumber Co., Minneapolis, Minn. He 
formerly was associated with the Melone- 
Bovey Co. of that city. 

Charles Schleef, who was _ formerly 
resident manager of the Swayne Lumber Co., 
Oroville, Calif., and later general manager 
of the Feather River Pine Mills, Feather 
Falls, Calif., left for Washington, D. C., 
the last week in October under appointment 
as specialist representing the softwood in- 
dustry on the War Production Board. 

Stuart Smith severed his connection 
with Fountain-Smith, Los Angeles, Calif., 
on Oct. 22 to join the lumber division of 
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EALERS! Here’s your answer to 
that Question of the Day: “How 
can I protect it for the duration?” 


REZ, the modern synthetic resin sealer, has 
a scientific formulation that: 


... protects all wood surfaces and 
products against weather and wear. 


...helps prevent and arrest rust om 
metal. 


... does a thousand and one “save-it” 
jobs in your home. 


AND your customers will find REZ easy to 
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urated cloth) . . . it’s quick to dry, economical 


There’s a REZ sale for every home... 
especially now. Ask your distributor or: 
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the Office of Price Administration in 
Washington. Edward Fountain, Smith’s 
partner, will carry on in Los Angeles 
under the name of Ed Fountain Lumber 
Co. 

The Green Lumber Co., Laurel, Miss., 
has been awarded an additional contract by 
the Federal Public Housing Authority for 
the fabrication and erection of 400 units at 
Mobile, Ala., to help relieve the congested 








Wilson Compton, secretary-manager of National 
Lumber Manufacturers’ Association, looks on as 
iron fence at American Forest Products Indus- 
tries Building, Washington, D. C., occupied by 
the association, American Forest Products, Inc., 
and Timber Engineering Co., goes to the scrap 
pile. The fence will be replaced by one of 
wood. 





housing situation in that area. This con- 
tract is for $1,128,240 and the construction 
period is 90 days, starting Oct. 26. 

H. B. Chadbourne, proprietor, Salinas 
Lumber Co., Salinas, Calif., on Nov. 2 closed 
down his retail plant for the duration of the 
war and reported at Washington, D. C., for 
duty as an industrial specialist. 

R. Needham Ball, secretary-manager of 
the Louisiana Building Material Dealers’ 
Association, with headquarters in Baton 
Rouge, was a recent Chicago visitor. At 
present, Mr. Ball is on an extended trip 
in the interests of the association’s twenty- 
second annual meeting to be held in New 
Orleans next March. The meeting will be 
a “Wartime Conference.” 


Horace A. Bailey, Bailey & Delano 
Lumber Co., Boston, Mass., returned this 
week with a party of friends from a ten 
day’s stay at his camp in northern Maine. 
This is an annual event and the camp 
is located near his old home in Milo, Maine. 

The Diamond Star Timber Corp., 331 
Madison Ave., New York City, has just 
been favored with a contract to supply over 
five million feet of frame lumber for Na- 
tional Defense Housing being erected by 
Sears, Roebuck & Co., at Milford, Conn. ; 
Williston, Park, L. I.; Elizabeth and Dover, 
N. J., as well as a large contract of almost 
three million feet for the Raritan National 
Defense Housing. The mills associated with 
the Diamond Star Timber Corp. are work- 
ing three shifts as their contribution to the 
war effort in completing these orders on 
schedule time. 

Despite transportation difficulties and 
limited hotel accommodations for the win- 
ter season in Florida Richard Cook, long 
executive head of F. D. Cook Lumber 
Co., Nashua, N. H., and Howard Lovell 
formerly of Brockway-Smith-Haigh-Lovell 
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Co., Boston, have leased apartments in 
Florida for the winter. The Cook family 
made the run South by motor late in Octo- 
ber, and Mr. and Mrs. Lovell followed by 
train Oct. 29. The Cook yard at Nashua 
was recently sold to the Wm. P. Proctor 
Co., North Chelmsford, Mass., and Myr. 
Lovell withdrew from the Boston company 
earlier in the year. 


Carl Bahr, president of California Red- 
wood Distributors, Chicago, was, a recent 
California visitor, calling at head offices and 
plants of the member mills. 


New Sawniill 


L. O. Crosby, Jr., of the Goodyear Yellow 
Pine Co., Picayune, Miss., says that the com- 
pany hopes to have the new mill at Lumber- 
ton, Miss., in operation soon. The mill will 
produce 35,000 feet of lumber in an eight- 
hour shift. Dry kilns are being installed and 
both pine and hardwoods will be cut. The 
company will use timber it has obtained from 
the Southern Land & Timber Products Co., 
and will also buy logs delivered at the mill 
or will buy standing timber. The company 
is interested in reforestation and urges farm- 
ers to practice selective cutting on their 
lands. 


New General Sales Manager 


Walter J. Wood has been appointed gen- 
eral sales manager of E. L. Bruce Co., Mem- 
phis, Tenn., a newly created position, con- 
trol of sales in the past having been vested 
in the various department sales managers; 
the announcement was made by R. G. Bruce, 
president of the company. In his new ca- 
pacity, Mr. Wood will be in complete charge 
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of coordinating the efforts of the various 
departments and the sales organization in 
the field. 

Mr. Wood is widely known throughout 
the building industry and brings to his new 
position a background of thirty years in the 
lumber business. He started with the Bruce 
company in 1924 as a salesman, and was 
sales manager of the flooring division at the 
time of his promotion to general sales man- 
ager. 


Realigns Its Sales Division 


Realignment of the sales organization of 
Libbey-Owens-Ford Glass Co. Toledo, 
Ohio, as a result of the war, is announced 
by George P. MacNichol, Jr., vice president 
in charge of sales. 

The realignment creates an_ industrial 
sales department and a distributors’ sales 
department, the former headed by G. L. 
Conley, formerly eastern sales manager, and 
the latter by E. M. Everhard, formerly 
western sales manager. 

Industrial sales will be concerned with 
such markets as represented by the automo- 
tive industry, including truck and bus manu- 
facturers; aviation industry, instrument and 
optical manufacturers, shipbuilding, and 
Army, Navy, Coast Guard and Maritime 
Commission material divisions. 

Six regional sales managers have been 
named to supervise district sales offices, 
under Mr. Everhard, along with district 
managers. 

In the Toledo office to assist Mr. Conley 
and Mr. Everhard will be the following 
product sales manager: H. M. Alexander, 
precision glass; E. R. Pierce, aviation glass; 
H. M. Ives, Thermopane, Tuf-flex and 
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Vitrolux, all under the Industrial Sales 
department; Harold Jay, Mirror glass; 
A. O. Duhamel, Blue Ridge glass; C. E. 
Johnson, Vitrolite, Thermolux and Glastone, 
and G. J. Kurtz, manager of Contract Serv- 
ice department, all under the Distributor 
Sales department. 

J. M. Johns, formerly in charge of Air- 
craft glass sales, has become assistant to 
Mr. MacNichol. 
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. 
Business Changes 
CALIFORNIA, Juan Creek (P. O. at 
Westport)—Juan Creek Lumber Co. is re- 
ported to have made arrangements with 
Rockport Redwood Co. to operate its mill 
here. 
Manteca — Manteca Lumber & Supply 
Co. succeeded by San Joaquin Lumber Co. 
Paradise—Optimo Lumber Co. here has 
been sold to Delta Lumber & BoxCo., Lodi, 


Calif., and will be known as Paradise 
Lumber Co. 

FLORIDA. New Port Richey—S. M. 
Uzzel succeeded by Uzzel Bros. Lumber 
Co, 


KANSAS. Osage City—Osage City Lum- 
ber Co. sold to Lumber & Supply 
Co. 

MICHIGAN. Sparta — Home 
Fuel Co. has sold building materials de- 
partment to Grand Rapids Sash & Door 
Co., who will use stock to supplement 


Kansas 


Lumber & 
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its stocks in Grand Rapids. 

MISSOURI. Monett— Coleman Lumber 
Co. succeeded by Monett Lumber Co. 

NEBRASKA. Wilber—E. J. Spirk sold 
lumber yard to J. H. Yost Lumber Co., 
and stock will be moved to the Yost yard. 

NEW JERSEY. Irvington—Feld Lumber 
Co. succeeded by Farber Keevic Lumber 
Co. 

OHIO. Toledo—Banner Lumber Co. land, 
building, and supplies taken over by Fos- 





ter M. Pelton, of Giant Lumber Co. A 
new service will be established, a One 
Stop Supply Yard. 

OKLAHOMA. Seminole—Maxedon Lum- 


ber Co. stock purchased by Ramsey Lum- 
ber Co., Holdenville, Okla., and stock has 
been added to Ramsey yard. 

OREGON. Port Orford—Controlling in- 
terest in the sawmill and properties of 
Port Orford Lumber Co. purchased by 
Stapleton Lumber & Piling Co., San Fran- 
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END-LOKT — the wonder- 
workinglumber of Tomorrow 
—saves the extra cost and 
the usual waste involved in 
diagonal sheathing, sub-floor- 
ing and roof decking. Ends 
need not be sawed except at 
windows, doors and the end 
of the run. Any piece sawed 
off at these points can be used 
as a starter for the next run. 


Bundled in shorter lengths, END-LOKT is handled easier by 
one man and the work goes faster. Plan now to supply the post- 
war needs of your customers with these and the mary o-her 


advantages of this money-saving lumber. 


Begin at the earliest 


possible moment to replenish your stocks with End-Lokt. 


FREE—a jumbo enlargement of this advertisement 
will be sent free on request to display in your salesroom. 


EXCHANGE 


1111 R.A. LONG BUILDING 





SAWMILLS SaLes CQ. 


KANSAS CITY, MISSOURI (6) 
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ciseo, Calif. Operations at the mill 
started Oct. 5. It had been shut down 
for some time but needed little recondi- 
tioning for reopening. Mill capacity is 
120,000 feet in eight hours, and for pres- 
ent will operate on one shift. Sales will 
be handled by the Stapleton company of- 
fice in San Francisco. 

Sheridan—Grand Ronde Hardwood Mills, 
Inc., succeeded by Oscar Wideman. 

SOUTH CAROLINA. Georgetown—Rich- 
ardson Lumber Co. sold plant and stock 
to South Carolina Lumber Co. 

WASHINGTON. Tacoma—Liberty Lum- 
ber Co., one of the oldest retail lumber 
yards here, has been closed “for the dura- 
tion,’”’ and its stock consolidated with that 
of the Model Lumber Co. Both concerns 
are operated by Morris Kleiner. The con- 
solidation, he explained, was not because 
of lack of business but due to the man- 
power problem. 

WEST VIRGINIA. Hundred—J. M. Ber- 
dine & Son succeeded by Fred Berdine. 


Incorporations 


FLORIDA. Homestead—Rutherford Lum- 
ber Co., Inc.; directors: H. P. Rutherford, 
Mrs. H. P. Rutherford, and Mrs. W. A. 
Rutherford. 

INDIANA. Fort Wayne—Norwood Co. of 
Indiana; to engage in lumber milling 
business. Incorporators are Clinton G. 
Dederick, Linwood E. Gray, and Kenneth 
R. Gregory. 

CANADA. BRITISH COLUMBIA. 
Westminster—Haslam 
Ltd., 512 
$100,000. 

Vancouver—Cox Lumber Co., Ltd., 524 
Vancouver Block; $15,000. Timber mer- 
chants and sawmill owners and operators. 

Vancouver—North Shore Logging Co., 
Ltd., 520 Stock Exchange Building; $100,- 
000. Logging owners and operators. 


New Ventures 


KANSAS. Wetmore—R. L. Hart, George 
zrubb, and Dr. A. P. Lapham, Jr., have 
established the Wetmore Lumber & Coal 
Co. 





New 
Lake Logging Co. 
Westminster Trust Building; 


Casualties 
COLORADO. Minturn—E. H. Koch Lum- 
ber Co. sawmill and lumber yard de- 


stroyed by fire. 
as possible. 

IOWA. Oakland—Fullerton Lumber Co. 
destroyed by fire, with damage estimated 
up to $50,000. 

KANSAS. Kansas City—Badger Lumber 
Co. damaged an estimated $150,000 by fire, 
covered by insurance. The planing mill 
and large piles of reserve lumber stocks 
at rear of yard were saved. 

MICHIGAN. Detroit—Wolverine Shingle 
& Lumber Co., 14930 Linwood Avenue, had 
warehouse destroyed by fire, with loss 
estimated at $150,000. 


oxpect to rebuild as soon 


New Mills and Equipment 


INDIANA. Greensburg — Pulse Lumber 
Co. making plans to rebuild mill building 
recently destroyed by fire as soon as per- 
mission from War Production Board is 
obtained. 

KENTUCKY. Mayking—M. E. Crisp 
Lumber Co., Welch, W. Va., has purchased 
about 600 acres of hardwood timberlands 
near Mayking and it is reported that a 
mill will be installed. 


MISSOURI. Mountain Grove Norwood 





Lumber Co. is establishing a new wood- 
working factory here. 
OREGON. Sisters—Morris G. Hitchcock 


mill, which was destroyed by fire in Au- 
gust, is being rebuilt. 

WISCONSIN. Summit Lake — Gresham 
Lumber Co. is completing construction of 
a new sawmill here which, when com- 
pleted, will have a larger capacity than 
the mill operated at Gresham the past 
two years. The mill will be of rotary 
saw type and will cut hardwood logs. A 
planing department will be added later, 
according to Supt. George S. Giffin. 

CANADA. BRITISH COLUMBIA. Ocean 
Falls—-Pacific Mills Ltd., Vancouver, B. C., 
reveal they are expending approximately 
$13,000 on the erection of an addition to 
their plant at Ocean Falls. The company 
plans to repair an existing sawmill build- 
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ing and erect an addition to allow instal- 
lation of a new light cant carriage and 
circular rip saw. The program of work 
will also include installation of a new 
pony edger and light cant carriage and 
circular rip saw, driver, and _ transfer 
chains, 

ONTARIO. Kitchener — Pannill Veneer 
Co. erecting new factory here. The ve- 
neer manufacturing plant is being moved 
to Kitchener from Lindsay, Ont. Aircraft 
veneer will be the principal product 
manufactured. Some furniture veneer will 
aiso be turned out. 


Obituaries 


CHARLES A. ANDERSON, 55, member 
of the sales staff of the Winton Lumber 
Sales Co., Minneapolis, died Oct. 17 of a 
heart ailment. He first became associated 
with the Winton company in St. Joe, 
Idaho. He is survived by his widow, his 
father, a brother, and three sisters. 


EDWARD P. ARMSTRONG, 76, presi- 
dent of Armstrong Manufacturing Co., 
Portland, Ore., died recently in a Portland 
hospital. He was the inventor of more 
than 100 mechanical devices used in the 
lumber industry, and during a lifetime of 
iumbering and manufacturing machinery 
for lumbermen he wrote textbooks, still 
in use, on the filing of band saws and cir- 
cular saws. 

FREDERICK HOWARD ATWOOD, 69, 
who was engaged in the wholesale lum- 
ber business in Cairo, Ill., for 47 years, 
died in a hospital there on Oct. 11, follow- 
ing an illness of several months. A brother 
and sister survive. 

HARRY J. BOOTH, 72, president of 
Anchor Box & Lumber Co., Pittsburgh, 
Pa., and secretary of Diamond Alkali Co., 
died Oct. 22, following a heart attack. 





EDWARD MADISON CAMERON, 78, 
founder of E. M. Cameron Lumber Corp., 
Albany, N. Y., died Oct. 22, after a brief 
illness. Associated with Mr. Cameron in 
the E. M. Cameron Lumber Corp. were his 
sons, Truman D. Cameron, now president 
of the corporation, and Charles B. Cam- 
eron. Surviving, in addition to these two 
sons, are Mr. Cameron’s widow and two 
other sons. 


JOHN F. COSTELLO, Wheeling, W. Va., 
representative of the Camp Manufacturing 
Co., Franklin, Va., died Oct. 17. 


FRANK N. DANIELS, president of Das- 
comb-Daniels Lumber Co., Kansas City, 
Mo., who had been in the lumber business 
fifty years, died there Nov. 5. Mr. Daniels 
became ill in Colorado Springs while on a 
vacation trip last summer and was in a 
hospital there for several weeks before 
he was brought back to Kansas City on 
Oct. 14. 


HERMAN L. FREYE, 54, president and 
treasurer of the Lakeside Lumber Co., 
Muskegon, Mich., and long active in the 
Michigan Lumber Dealers Association, died 
Oct. 18 after a long illness. 








WILLIAM WALTER FISCHER, 62, pres- 
ident of Fischer Lime & Cement Co., Mem- 
phis, Tenn., died Nov. 2, two weeks after 
he had been confined by a stroke to a 
hospital in Memphis. For many years, Mr. 
Fischer had been a leader in public build- 
ing and housing problems. He was a 
bachelor, and is survived by a brother and 
a sister. 


GEORGE HOUFF, president of Gus 
Houff Sons Co., Baltimore, Md., died Oct. 
23 at his home, after a protracted illness. 
His widow and two brothers, Will and 
Julius Houff, associated with him in busi- 
ness, survive. 


WILLIS K. JACKSON, 81, Buffalo, N. Y., 
president of Jackson & Tindle Co., lumber 
producers and for years manufacturers of 
cooperage materials, died on Nov. 5. The 
company has a mill at Munising, Mich. Mr. 
Jackson was active in civic and religious 
affairs. A daughter survives. 





BLAINE C. KILGORE, SR., owner of 
Paris Stave Mill Co., Paris, Tenn., and 


: i 


well known in lumber circles of Tennes- 
see and Kentucky, died at his home on 
Oct. 22. He is survived by a daughter 
and son. 


PIERSON KNEELAND, 48, president and 
general manager of Kneeland-Bigelow Co., 
Bay City, Mich., hardwood flooring manu- 
facturers, died Oct. 30 at his home there, 
following an illness of several months. Mr. 
Kneeland was the son of the late David M. 
Kneeland, pioneer Michigan lumberman 
and was widely known in lumber circles. 
In 1913 he became associated in business 
with his father and P. S. McLurg at Phil- 
lips, Wis. After the death of Mr. McLurg 
he became the head of Kneeland, McLurg 
& Co., remaining there until 1931, when he 
moved to St. Louis. Following the death 
of Charles A. Bigelow in 1932, he went 
to Bay City the following year to assume 
management of Kneeland Bigelow Co. Sur- 
viving besides his widow are two sons and 
two daughters, and a sister. 


EDWARD O. LINDLEY, 65, head of E. 
O. Lindley Woodworking Co., Louisville, 
Ky., died at his home there on Oct. 20, 
of a heart ailment. He established his 
business 12 years ago. Surviving are his 
widow, a son, and a brother. 


MRS. J. R. MOOREHEAD, widow of J. 
R. Moorehead, former secretary of the 
Southwestern Lumbermen’s’ Association, 
died Oct. 28, at the home of her son Jim, 
in Poplar Bluff, Mo., where he is manager 
of the E. C. Robinson Lumber Co. yard. 
Another son, Wingate, also survives. 


HORACE P. REES, 57, Tuscaloosa, Ala., 
representative buyer for the Forest Lum- 
ber Co., Pittsburgh, Pa., for over twenty- 
five years, died Sept. 15 in Wellsboro, Pa. 
Survivors include a brother. 


EDWARD E. ROLLINS, 69, head of the 
Rollins Grain & Lumber Co., Kankakee, 
Ill., died Oct. 22. 


ALBERT T. SAVACOOL, 72, owner of 
the Walnut Street Lumber & Coal Co., 
Batavia, N. Y., succumbed to a heart dis- 
order on Oct. 31, in a hospital there. He 
had been in ill health for the past year. A 
brother survives. 


WADE M. SIMPSON, 72, former owner 
of a chain of lumber yards in Indiana and 
Illinois, died Oct. 24 at his home in Wash- 
ington, Ind. following a long illness. Sur- 
viving are the widow and two sons. 


THEODORE SCHLEINKOFER, 69, senior 
partner of Schleinkofer & Duble Co., Atco, 
N. J., died in a hospital on Oct. 3, after 
an illness of several months. The com- 
pany also has a yard in Swedesboro. He 
is survived by his widow, a daughter, two 
brothers and four sisters. 


WILLIAM FREDERICK THOMAS 

STORY, 79, a resident of New York City 
for 14 years, died in an Ottawa, Ont., hos- 
pital on Oct. 20, following a brief iilness. 
He began in the lumber business with his 
uncle, the late G. A. Grier of Montreal. 
and a number of years later established 
the Story Lumber Co. in Ottawa, in part- 
nership with his brother, the late John A. 
Story. He is survived by a sister. 


PLATT B. WALKER, 80, well known 
to lumbermen of the Northwest States for 
more than 66 years through his associa- 
tion with the Mississippi Valley Lumber- 
man, died at a Minneapolis, Minn., hospital 
on Oct. 20. He had entered the hos- 
pital a few days previous, suffering from 
a heart ailment, but his death was caused 
by pneumonia which he later contracted. 
He became associated with the lumber- 
men’s publication in 1876, when the jour- 
nal was founded by his father, and re- 
tired as editor in 1932. Mr. Walker was 
Snark of the International Concatenated 
Order of Hoo-Hoo in 1908-1909. He is sur- 
vived by his widow, a brother, James C. 
Walker, present publisher of the Missis- 
sippi Valley Lumberman, a sister, and 
three grandsons. A son, Platt B. Walker, 
Jr., preceded his father in death. 


A. L. WILSON, president of Wilson Lum- 
ber Co., Independence, Mo., died Nov. 5, 
after an illness of two months. 
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Attractive, work-saving kitchens 
may be created with Gregg Sectional 
Kitchen cabinets, made of toxic 
treated pine and plywood. Com- 
pletely assembled at factory, easy to 
install. (Without counter, splash 
board, finishing end and hardware.) 


B-B Drawer Case 1-6 $8 1 F.0.B. 
Sink Front (metal grille) 2-6 ° Nashua 
Packed individually. Total wget.60 lbs. 
Sold only through recognized deal- 


ers. To avoid credit delay, send check 
less 2%. 


Catalog on request 


GREGG & SON 


NASHUA, NEW HAMPSHIRE 
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Timber Engineering (Co. 
of Michigan 


Teco Connector Distributor for 
Michigan.. .. Build with TECO 
TIMBER CONNECTORS. 


8316 Woodward Ave., Detriot, Mich. 














Creosoated 


FENCE POSTS 


Made from thoroughly sea- 
soned Southern Yellow Pine, 
pressure-treated full length 
with creosote. Durable, eco- 
nomical, fire-resisting. 


CREOSOTED LUMBER, TIM- 

BERS, POLES, CROSS ARMS, 

PILING, BLOCKS, R. R. TIES, 
CREOSOTE 


REPUBLIC 
CREOSOTING CO. 
INDIANAPOLIS, IND. 


17 PLANTS Te Serue You 
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Cc. V. CLARKE 


TIMBER ESTIMATES 


Long experience plus modern methods 


605 First Federal Savings & Loan Bidg. 
P. O. Box 1385 Jackson, Mississippi 


CORINTH “co 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 


WEBSTER. 


W> Uniformin 
' COLOR E 


a fl => on ©) 1 — 
QUALITY 


N mo ey E. Webster Lumber Co. 


Kansas City, Mo. 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS i i FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 30 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











WHITE PINE povicrose- 


Al a — 
so and Sugar Pine 

Fir Wallboard (av cod: products 
William Schuette Company 


N 
Officeai 1 East 42d St. PITTSBURGH, PA. 


























ROSEWOOD 


STOCKS IN PORT FOR PROMPT SHIPMENT 


F.C. LUTHI & CO., ,242 Balter 8 


*? NEW ORLEANS, 


Direct Importers of | 


BALSA WOOD | 








LOOSE LEAF TALLY BOOKS 
TALLY SHEETS | with ) nape na Lines 








Tally Cards Car Movers Hammer Stamps 
Crayon Tally Pencils Marking Sticks 
Rule Cases Rules Leather Aprons 
Pickaroons Gauges Load Binders 


for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO. ILL. 
Car Door Lumber Roliers Sectional Board Ruties 
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Ceiling Prices 
Gentlemen : 


Re: General Maximum Price Regulation 
and Maximum Price Regulation No. 215 

The Pennsylvania State Office of the 
Office of Price Administration has directed 
our attention to an article which appears on 
page 21 in the October 3, 1942 issue of the 
AMERICAN LUMBERMAN, entitled “Profits: 
Don’t Cheat Yourself Under Price Ceilings.” 
This article explains to lumber dealers, in 
determining a markup, that they should be 
very careful to apply their customary net 
on sales rather than on cost. 

While this perhaps is in normal times a 
good business practice, yet the article as a 
whole has the effect of erroneously inter- 
preting the General Maximum Price Regu- 
lation inasmuch as it implies that a dealer 
may now add to his present costs, the same 
margin of profit which he received prior to 
and during March 1942. The General Max- 
imum Price Regulation permits a dealer to 
charge the highest price which he charged 
during March, 1942, for the same or similar 
commodity to a purchaser of the same class. 
This is a dollar and cents maximum price 
and is not based on any scheme or mark- 
up over cost. A dealer merely looks 
at his March prices, and is held to them. 
Any increases in cost incurred subsequent 
to March 31st or prior to March 31st if not 
reflected in March prices must be absorbed 
by the dealer. We suggest that the erroneous 
impression which this article has created be 
corrected by an article which properly ex- 
plains the application of the General Maxi- 
mum Price Regulation. 

We wish also to call your attention to 
Maximum Price Regulation No. 215 which 
applies to sales by dealers of specified types 
of lumber to specified classes of purchasers. 
This regulation specifies a formula which 
the dealer must follow to determine his 
maximum prices. The basis of this for- 
mula is the maximum dollar and cents price 
specified in the applicable price regulation 
governing mill prices of the particular spe- 
cies involved. Your article disregards this 
regulation. 

If you have any questions concerning the 
above matter, we suggest that you call Mr. 
Streater of our office, who will be glad to 
help you. 

Alex Elson, 
Regional Attorney 


@ We do not like the inference in the 
above letter that the article mentioned 
encourages dealers to get around price 
ceilings, because the policy of the Amer- 
ican Lumberman is and always has been 
to adhere to both the spirit and the letter 
of the law, and to advise its readers to do 
likewise. 

The article mentioned was not intended 
to be a complete discussion of ceiling 
prices and their application to retail lum- 
ber dealers; nor was it intended that the 
article point out ways to arrive at prices 


above the ceilings established by GMPR 
and subsequent specific price schedules. 
GMPR, ceiling price schedules and inter- 
pretations have been dealt with at length 
in the American Lumberman during the 
past several months. 

The purpose of the article, in view of 
the fact that some overhead items are 
likely to fluctuate, and that as a result, 
some dealers may tend to price some 
items below their March levels or below 
ceiling price schedules, is to set up a basis 
for figuring profit that will really show a 
profit; provided, of course, that regard- 
less of how prices are arrived at, they do 
not exceed March levels for the same or 
similar items. 

A secondary purpose of the article, as 
emphasized in the statement, “One thing 
remember. Price ceilings or no price ceil- 
ings, you still have an overhead and must 
make a net profit, which must be accu- 
rately computed on your goods to keep 
clear of penalties or loss,” was to focus 
the attention of dealers on the need for 
keeping overhead down to a point at 
which, by properly figuring net profit, 
they can come even with or below ceiling 
prices. 

Finally, the article closed with the ad- 
monition, “Today, prices cannot be raised 
above peaks, hence, dealers must mer- 
chandise with maximum business finesse.” 

The editors of the American Lumber- 
man know, and we believe its readers do, 
too, that “A dealer merely looks at his 
March prices and is held to them. Any in- 
creases in cost incurred subsequent to 
March 31 or prior to March 31 if not re- 
flected in March prices must be absorbed 
by the dealer.”—Ed. 


Convention Programs 


Gentlemen: 


The writer of the letter about convention 
programs expresses part of our sentiment, 
but we cannot determine just what kind of 
convention speakers he is griping about. 
There are types of sales promotion managers 
who appear on our convention programs who 
always bring us an excellent merchandising 
message, men like Art Hood of Johns-Man- 
ville, the merchandising director of U.S.G., 
the merchandising director of Weyerhaeuser, 
and a limited number of others. 

Then there are dealers like Roscoe Briggs, 
Otto Lieber and others who have had 
remarkable success in their own business, 
who always are welcomed speakers at any 
convention. 

We differ from the writer of the letter 
in wanting to hear from many of the men 
in Washington, because the messages they 
bring, while excellent at the time, are often 
out of date by the time you get home from 
the convention. 

Maybe we have touched on the same line 
of thought as some of the other concerns 
that will comment on this article, and we 
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1ope that we will not be entirely out of 


line in the thought expressed in this letter. 


W. Albie Barksdale. 


Charlottesville Lumber Co. 
Charlottesville, Va. 


Gentlemen : 


I belong to a service club, and two weeks 
igo the meeting was led into discussion by 
he members. We had no regular speaker. 
Everybody got up and said what he wanted 
o, and expressed his own ideas, confining 
he subject to our war efforts. I think 
everyone enjoyed the meeting, and I heard 
plenty of fellows make remarks approving 
uch a discussion. I believe this year that 
in place of a convention being held, if the 
lealers were to hold clinics with well 
nformed men at these gatherings, the indus- 
try would profit more and we would elimi- 
nate much of the waste and expense of a 
convention. 

Wm. M. Eyre. 
Brown Lumber Co. 
Midland, Mich. 


Gentlemen: 


Re the man who complained about con- 
vention programs, I agree with the editor’s 
notes. Also, I am very much in favor of 
stress this year on retail dealers who have 
been successful in maintaining their volume 
of business and profits, and getting authori- 
tative Opinions on government regulations. 

Milot Bros. Co. 
\Voonsocket, R. I. 


Dear Sir: 


I have always got something of value and 
to think about in listening to speakers at 
conventions of lumber dealers. It might be 
timely and appropriate to get some speaker 
who could go along the lines suggested by 
your correspondent. 

Frank B. Lundy. 
Lundy Lumber Co. 
Williamsport, Pa. 


Dear Sir: 

Personally, I confess to being somewhat 

cynical on this matter. It seems that the 
Good Lord has not seen fit to endow all 
men with all gifts, and pretty generally it 
turns out that the best talkers are not the 
best doers—and vice versa. Some of the most 
charming talks I have ever heard at conven- 
tions were by guys who couldn’t run a 2x4 
lumberyard. On the other hand, John Doe 
does pretty well in his business, Mr. Secre- 
tary thinks it would be fine to have John 
tell the boys how he does it—and John turns 
out to be a complete flop in the telling 
process, 
_ the plain fact is that most really success- 
tul business men don’t care to tell too much 
of their inside dope to the other boys. They 
may talk in glittering generalities—but as I 
once told a reporter who flattered me by 
asking “what is the secret of your success?” 
—my answer was “that is a secret.” 

| have become quite skeptical of both con- 
vention and trade journal “success” stories. 
This comes from having checked up on some 
ot them. Several years ago a certain yard 
in a certain town was lauded to the skies 
at a certain convention regarding their 
howling success as a cash and carry outfit. 
I spent two days making a trip to this place 
—only to learn that they had their place 
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and the countryside plastered with signs Gentlemen: 


ballyhooing garages “On easy payments”— I believe that Mr. Torrence of our own 
“18 months to pay” and so on—with never State association is planning just such a pro- 
a hint of cash-and-carry in sight. gram for our annual convention as suggested 

J. W. Cunningham. in the letter in your “Pearls from our Post- 
Cunningham Lumber Co. box.” In these kind of times we must deal 
Toledo, Ohio with facts rather than theory, and it will be 





Pine Plume Lanter Uonpan 


BELL BUILDING 
Pine MONTGOMERY, ALA. 


2, “t *2 he Y 4 Specielizing in 
HA ] KILN-DRIED POPLAR 


Solid or Mixed Cars of Pine, Hard- 
woods, Oak Flooring. 


AIR-DRIED or Comptes Planing Mill facilities. 
odern fan-type cross-circulating 
KILN-DRIED Dry Kilns. 


Plants at DeKalb, Miss., Notasulga, Serving the lumber trade 
Ala., Ozark, Ala. since 1899. 


Shepherd Lumber Shepherd Brothers 





























MANUFACTURERS WHOLESALERS 
Southern Yellow Pine Retail yards, railroads, industrial 
Mills at McRae, Georgia buyers can rely on us for speedy, 
and Montgomery, Alabama complete service on Southern Yel- 
Plank . . Dimension . . Boards . . low Pine and Hardwoods. Straight 
Flooring . . Kiln-Dried Finish . . and Mixed Cars. 
Ceiling . . Siding . . Railroad and 
Car Material General Offices: Shepherd Bldg., 
: Montgomery. Alabama. 
Material from both mills 
Grade-Marked if desired. Branch Office: 815 Fisher Bldg.. 
ca Detroit, b> 
' Address inquiries to Box 139, 
Montgomery, Alabama Distributing Yard, Jacksonville, Fic. 





Nn have been a favorite with lumbermen for three gen- 
erations. Because they turn timber into cash more rapidly and 
dependably; because they cut more accurately, are more handy to 
operate, and stand up better under years of heavy work. For infor- 
mation and service t teaager — —_ . 
our nearest Frick er, or Branch, t ; ~~ TNE ~ 
Y ae Frick Co, 
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much more valuable information to hear 

what some of the dealers are actually doing 

than it will be to hear from some theorist. 
As I see it there are two things that are 


essential to the future existence of any 
dealer. The first is to operate without a 
loss. The second is to do everything in his 


favorably before 
and the many things that are so 
necessary to be done on the home front to 
help the war effort gives any dealer an 
opportunity to not only do his bit, but can 
he used to keep the name of his company 
and himself before the public in a favorable 
light. 


power to keep his name 
the public, 


Howard Potter. 
Potter Lumber & Supply Co. 
Worthington, Ohio 


Amemcanfiumberman 


Dear Sir: 

Most of the programs are made up of 
professional convention orators whom we 
have heard time and again, and we know 
all about their baloney before they start. 

A one day program, or at most two days 
can contain all the real worthwhile program. 
In my opinion, the Question and Answer 
feature is the best of all, and will fill the 
desires of most retailers who attend. He 
belongs to the association now days for the 
information he can get in regard to the many 
problems that have been dumped on us; and 
he will attend the meeting almost exclu- 
sively for the purpose of getting his ques- 
tions answered, if possible. Instead of one 
or two hours being devoted to this feature, 
I suggest at least two sessions of two hours 
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Need Tons of Wire 


Engineers, Too 


.. Another Good 


reason why Fencing 


materials are not available 


Yes, thousands of tons of wire mill 
products are in production now 
going into planes, tanks, guns and 
ships. But that’s only part of the 
war-time demand on the fence and 
wire industry. 


Another heavy ‘“‘first call’’ is earth- 
moving equipment, like that shown 
above. Without welding wire, chain, 
springs, heavy-duty cable, rein- 
forcing fabric, etc., the many air- 
ports and military roads could not 
be built. 


Wire IS essential to our fighting 
forces. That’s why steel and wire 
mills like Keystone are ‘drafted 
for the duration”. That’s why 
much needed farm fence must wait 
until the steel can be spared. 


KEYSTONE STEEL & WIRE CO. 
PEORIA, ILLINOIS 


Fence Users will continue to 
“Look for the Top Wire Painted RED” 


November 14, 1942 


each, or more. The rest of the time should 
be devoted to listening to big shots from 
headquarters of WPB tell us how come and 
why, etc. 

The regular run of spellbinders should be 
eliminated. 

Ed S. Lindas. 

The Lindas Lumber Co. 
Wichita, Kan. 


Dear Friends: 

My view of late conventions is that they 
have got a little clicky and political. Try 
and select speakers right up our alley. I 
recall one year we had a speaker telling us 
how to sell hammers. Ha. Ha. 

Don Dardis. 
Dardis Lbr. & Fuel Co. 
3urlington, Wis. 


e ee SUB-HEAD TOPICS 


Fireproofing Conference 


At a fireproofing conference held in Chi- 
cago on Oct. 8, lumber manufacturers and 
distributors, city and federal officials, wood 
treaters and chemical manufacturers, archi- 
tects and engineers, insurance underwriters, 
and testing laboratory technicians discussed 
the use of fire resistant material to use in 
place of critical metals. Demonstrations to 
show the effectiveness of fireproofed wood 
were conducted. The conference was called 
by Floyd B. Quigg, Wood Industries Editor 
of the Chicago Journal of Commerce, who 
evolved three general conclusions from dis- 
cussions at the meeting: 

(1) “Chemical treatment of all wood is 
neither necessary for fire protection, physi- 
cally possible with present treating capacity, 
nor economically desirable under today’s con- 
ditions. The declared objective of this treat- 
ing to prevent the spread of flame across 
wood surfaces, to confine any fire that is 
started to the spot where it starts, long 
enough to allow fire-fighting apparatus to 
atrive. . .. 

(2) “Short of complete incombustibility, 
wood can be rendered about as fire-resistant 
as one desires, but the question is how much 
the customer is willing to pay for. . . 

(3) “Desirable properties of fireproofed 
wood, in addition to the specified fire re- 
sistance, include the following, which will 
vary in relative importance with the indi- 
vidual job: Maintenance of strength, mini- 
mum addition of weight, permanence, 
non-corrosiveness, paintability, availability 
in quantity, time required for treating and 
subsequent redrying, cost, toxicity of chem- 
ical. and fumes to humans, and positive 
assurance of getting the degree of fire-resist- 
ance which has been specified.” 





Production Boosted 


Production of fireproofed lumber has been 
sharply boosted in the past few months to 
meet military demands, according to wood 
treaters. J. F. Linthicum, president of 
American Lumber & Testing Co., Chicago, 
estimates that the industry is capable of 
approaching an annual production of several 
million board feet. Wood-treating plants 
throughout the nation are not fully con- 
verted to handling fireproofing processes at 
present, he reports. Much of the vacuum- 
pressure equipment needed is being used for 
treating wood for other prposes, mainly to 
resist termites and decay. 
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Stairways 


Beautifully finished, correctly designed parts 


in OAK, 


RED GUM, BIRCH. YELLOW PINE. 


Other woods also available. Let us take care 
of . oe CIRCULAR and ODD STAIRWAY 


Modern manufacturing equipment. 


Send us your problems in special or difficult 
millwork. Write: for Stair Folder ‘‘H’’. 


Corbett Cabinet Mfg. Co. S* MARYS. 








Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUMBER COMPANY 
MENO 


ANMUFACTWRERS 


MINEE, MICHIGAN 














| 


FRED C. KNAPP, Portland, Or. 





BUYS AND SELLS 





WESTERN TIMBER LANDS 














LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 











MABABSASBwaa@BVeaws 


cr | 


SN 


PORTLAND'S 


distinctive hotel 


84 


Double 






THE BENSON 
Broadway at Oak St. 
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Dealer Serves Government 


C. H. Garner, president and manager, of 
the San Joaquin Lumber Co, Stockton, 
Calif., facing the conviction that his home 
building business would be practically elimi- 
nated for the duration, began six months 
before restriction orders were issued to 
build up heavier stocks of lumber items 
that go into the farm and industrial trade. 

When the restrictions on home building 
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C. H. Garner, president, San Joaquin Lumber 
Co., Stockton, Calif. 


went into effect, the company salesmen were 
shifted from the home building field to the 
farm and industrial trade. The company 
does considerable business with the local 
shipyards which it supplies both from stock 
in the yard and on orders for direct ship- 
ments from mill connections. Recently on 
a hurry-up call the yard loaded out 250,000 
feet of lumber in two days to be used for 
construction of a Japanese evacuation camp. 


Getting Ad Readers to Read 


The Collier Lumber Co., the Newton 
Lumber & Mfg. Co., and a number of other 
business firms of Colorado Springs, Colo.. 
are carrying out a merchandising plan that 
is drawing notice from the general public. 
These firms are advertising in their local 
newspapers asking the people of Colorado 
Springs to study their ads each day and to 
select the best advertisements in three groups 
—large ads, medium and small advertise- 
ments. The plan is explained in an 
announcement from the business concerns as 
follows: 

“It's Not An Exact Science! No one 
yet, knows much for sure about advertising. 
You readers are actually the experts. You 
can tell us if we’re right or wrong. We try 
to be individual. We try to explain why 
values are bargains. We want to convince 
you that a visit to see us will pay you well. 
Only you can tell us if our ads are right. 
Only you can say if we are talking to you 
the way you want to be talked to. We 
want to know what you think—so we can 
serve you better. It's very easy. Just write 
down three names each day. If you select 
the ads chosen by the most readers you 
get an award in war bonds and stamps for 
your good judgment. In any event we will 
appreciate your helpful cooperation.” 
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Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
ax 


TO DOLCE 





ARDWOODS 
and PINE 


For the many and urgent needs 
of war and of defense building, 
there still is heavy demand for 
both hardwood and _ softwood 
lumber. The Sallis mills, with 
their fast precision machines 
and modern seasoning equip- 
ment, are producing war lumber 
at lightning speed. Choice prod- 
ucts of Southern Hardwoods and 
Mississippi Shortleaf Pine. Shed 
stock is’ kiln-dried; air-dried 
items are Lignasan-treated. 


SALLIS LUMBER CO. 


Brandon, Miss. 





LASSIFIE 
ADVERTISIN 


DEPARTMEN 





How to Figure Costs for Advertising 
In Classified Department 

i MF a ccevnnnenceseeed 30 cents a line 
Two consecutive issues ...... 55 cents a line 
Three consecutive issues ....75 cents a line 
Four consecutive issues ..90 cents a li 

Thirteen consecutive issues....... $2.70 a line 
Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


Heading 
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Wanted—EMPLOYEES 









November 14, 1942 


Wanted—LUMBER & DIMENSION 








MAHOGANY INSPECTOR & FOREMAN 


Experienced, highest salary, permanent, imme- 
diately. 
Address 


“C-37,"" care American Lumberman. 





WANTED 
One or two good men experienced in retail 
lumber and building material business. Also 
want one or two bookkeepers experienced in 
lumber and building material business. All must 
be exempt from draft. Give age, history of 
experience, salary expected. J. F. TOWNSEND, 
TOWNSEND SASH, DOOR & LUMBER COM- 
PANY, Lake Wales, Florida. 





ASSISTANT MANAGER 


For large sawmill producing largely Spruce & 
Pine; must have experience with sawmill and 
Planing mill machinery. Good organizer and 
able to produce maximum production with up- 
to-date equipment. State age, experience, salary 
expected and how soon could report. 

Address ‘‘C-70,” care American Lumberman. 


WANTED 


Experienced, capable, sober man to buy, inspect 
and ship Cross ties, Switch ties, sawed stock, 
ete. in Oak, Hardwoods & Pine; to work mainly 
in West. Tenn., Miss. and Ark. for the present. 
Want a man above draft age; starting salary 
$150.00 per month, and expenses; with pros- 
pects for advancement if capable and satisfac- 
tory. Do not apply unless fully experienced. 
Give full particulars in first reply, stating age, 
experience, when available, etc. 

Address “C-61," care American Lumberman. 











SAWYERS STICKER MEN’ RIPPERS 


For planing mill. Lumber pilers, 
graders or tallymen for Retail Lumber 
Yard. Experienced only. Salary or 
hourly rate. 


Large yard doing mostly war work 
located in Cleveland, Ohio. If interested, 
answer quickly, stating years of experi- 
ence, age and draft status. 


American Lumberman 








Address ‘“C-60" 
— CAPABLE YARD MANAGER 

ewe! cunen " raw In independent retail yard handling lumber, 
LOGGING CONTRACTOR WANTED hardware, paint & coal. Must be good book- 
To cut, skid and truck to manufacturing plant keeper and have reliable references. Town of 

2 million or more feet saw timber per year. 2000 in Rocky Mountain region. 
Address “C-69,"" care American Lumberman. Address “C-68,’’ care American Lumberman. 

CARPENTERS APRONS SALES MANAGER 
Write for samples and prices. For large sawmill producing 40 to 50 million 
THE MINNESOTA SPECIALTY CoO., Inc. feet annually Spruce and Pine, with modern 
Minneapolis, Minn. milling facilities. Must be familiar with mar- 





Wanted—EMPLOYMENT 





WANTED 


Position by highly efficient lumber manufac- 
turer. Twenty-five years experience from stump 
to car including sales, both hard and soft 
woods; South and West Coast with both large 
and small operations. Salary and percentage 
of profits preferred. 

Address ‘‘C-34,"" care American Lumberman. 





RETAIL MANAGER 

22 yrs. exp. all phases retail bldg. 

coal; age 46, married, Protestant. Personal 
interview preferred. Desire change Jan. 1. 

Address ‘'C-49,’" care American Lumberman. 


material & 





WANTED MANAGEMENT 


Substantial yard in town over 5000 pop. 20 
years exp. yard man to manager. Fully quali- 
fied all details. Married. Age 42. 


Address ‘‘C-56,"" care American Lumberman. 





SAWMILL SUPERINTENDENT 
Al mechanic; a proven record of production. 
18 years experience as Superintendent, and 12 
years as Millwright. 
Address ‘‘C-55,"" care American Lumberman. 





FIRST CLASS HARDWOOD INSPECTOR 





Would like to make a change; good manager 
of labor and yard. 

Address ‘“‘C-62,"" care American Lumberman. 
WOODWORKING FACTORY SUPT. 
Wide exp. special millwork production, detailer, 
biller. A-1 mechanic; know how to handle 


help & get things done. 
Address “C-64," care 


Excellent Ref. 
American Lumberman. 





MILLWORK EXECUTIVE 


Contemplating change, excellent reasons. Sales 

estimating. Will entertain any reasonable offer 

or location. Full information furnished. 
Address ‘C-66," care American Lumberman. 











ket conditions, capable of producing results and 
to take complete charge of sales. State age, 
experience, salary expected and how soon could 
report. 

Address ‘‘C-71,"" care American Lumberman. 





_ Wanted—USED MACHINERY 








WANTED 


Top rig for No. 01 Frick Mill. 
POTTER LUMBER COMPANY, Allegany, N. Y. 





WANTED TO BUY 


20 to 30 Ton Locomotive Crane. 
19 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
THE DARIEN CORPORATION 
49 East 41st St., New York, : A 





WANTED 


One 3000 to 5000 KW Generator, 3 phase, 60 





cycle, 6600 volt, 3600 RPM, AC. INDUSTRIAL 
EQUIPMENT CO., 338 Baronne St., New Or- 
leans, La. Ra. 0889. 

WANTED 


Tniversal No. 9 Knife Grinder. W. T. BAILEY 


é Modern Knife Grinder something similar to 
LUMBER CoO., 


Virginia, Minn. 





BOXBOARD MACHINERY WANTED 


We are in the market for nailing machines. 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen John- 
son or Morgan Matchers, Edge Trimmers. 
Squeezers and Band Resaws, and any other box 
equipment used in box working factories. 
Address “R. 88," care American Lumberman. 





WANTED 
Modern Knife Grinder; also side head grinder. 
Describe and quote price. COLUMBUS LUM- 
BER CO., Columbus, Miss. 





ATTENTION MANUFACTURERS! 


Industrials with war orders that we have sup- 
plied for 15 years or more are desperately in 
need of soft and hardwood lumber for boxing 
and crating. They are asking us to locate these 
stocks giving us Class 1 and 2 orders. Let’s 
work together in the war effort. You concen- 
trate on the manufacturing and we will dis- 
tribute the stock where most urgently required. 
Can handle output of several medium mills. 
G. W. MYERS CoO., list Nat'l. Bank Blidg., 
Canton, Ohio. 





WANTED FOR CASH 


Hard Maple & Poplar Veneer Logs, f.o.b. cars 
in nearby states. E. L. BUCHANAN, James- 
town, N. Y. 





WANTED 
60,000 Ft. 1x3 No. 2 Yellow Pine Crating Strips. 


S48 to %x2%. Can extend Priority Rating 
A-A2X, 
Address ‘“‘C-48,"" care American Lumberman. 





WANTED 


Well established firm is in market for North 
ern Hemlock, Pine, Norway or other softwoods 
surfaced or rough. Truckloads or carloads. 
Can arrange to furnish grain for back hauls for 
truckers. 





Address “C-63,"" care American Lumberman 
WANTED LOCUST 
Log Run, green or dry, 1%” thick, random 


widths and lengths. PENNSYLVANIA LUM- 
BER & POST CO., INC., Hyndman, Penna, 





WANTED LUMBER 

White Pine: Up to 150,000 ft. dry or shipping 
dry 5/4 x 6, 8 & 10” sound No. 3 Shop or No. 3 
Common, 8 to 16 ft. Can also use to apply for 
same reyuirement No. 2A Basswood, Chestnut 
or Cedar, same thickness, 5 to 10” wide. 

CHARLES F, SHIELS & COMPANY 

Cincinnati, Ohio 





WANTED 
Will pay $87.50 cash per 1000 pes. 24%x2%”- 
30” clear Beech Squares, green, 20 carloads, 
Indianapolis rate. Other sizes Oak, Maple, Ash 
& Hickory higher prices. 
Address ‘‘C-67,"" care American Lumberman. 





DEFENSE WORKERS NEED REPAIR LBR. 


85 to 90% of materials we are able to buy goes 
into defense workers’ homes. It can be new 
or used, odds & ends, shorts or anything you 
can sell, in car lots. Our yard is located in a 
defense area. Most of our trade is with these 


workers. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, IIl. 
Phone: Elmwood Park 1198 





WANTED TO BUY 

Pine Roofers, sheathing and framing, green or 
dry, preferably dressed. Also Hardwood Dun- 
nage for large contract. Make your price de- 
livered Norfolk, either by truck or rail, stating 
quantity you can furnish and when make de- 
livery. Can use some hardwood lumber in 
mixed cars with Dunnage. Act quickly. ELCO 
LUMBER CoO., P. O. Box 1034, Norfolk, Va. 


s 


Wanted—MISCELLANEOUS 


RAILS WANTED. ANY SIZE OR QUANTITY 


Particularly 20 lb., 25 lb., 30 lb. and 40 Ib. Se- 
cure our price before selling. MIDWEST STEEL 
CORP., Charleston, W. Va. 

















RAILS WANTED—ANY SIZE 


Regardless of location. Any quantity. 
Consult us before selling. 
HE W. H. DYER 


7 
Fullerton Blidg., St. Louis. Mo. 


For Sale—TIMBER & TIMBER LAND 


WESTERN TIMBER LANDS 


FRED C. KNAPP, Portland, Ore. 
Buys and Sella 

















FOR SALE 


1,200,000 ft. standing timber—750,000 ft. pine 
of which 600,000 ft. is first quality and 150,009 
ft. good grade old field pine; balance, 450,000 
ft. hardwood with greater percentage oak « 
gum. Located on hard surface road about 1° 
miles from railway, Sections 25, 26, 36 and 36, 


Range 12, Township 4, Jasper Co., Mississippi. 
For details write C. A. DAVIS, Osceola 
Arkansas. 





TIMBER FOR SALE 


Skid-haul to C. N. Ry. in B. C. Canada. 8° 
million ft. Cedar, Spruce & Fir. Bargain t° 
close estate. Get details. A. W. OVERHOLT, 
15715 Minock Ave., Detroit, Mich. 


